




















Don’t Gam ble 


on your home building program 


e.. team up with 21 years of know how...build PzH Homes! 


Home building doesn’t have to be risky as a crap game. You 
can cut risk to the bone, know costs before you hegein, make 
your capital build two to three times more homes —at greater 
profits, 

How? Team with a pioneer in prefabrication. Build 
Harnischfeger P&H Homes—and take advantage of our 21 
years’ experience. 

You'll follow a carefully-planned, proven success formula 
that has brought greater profits at less risk to Harnischfeger 
Dealer-Builders over the years: To begin with, your capital 
turns faster; there’s less money tied up in inventory, develop- 
ment and payroll, Overhead and on-site costs are lower. And 
architect-styled P&H Homes offer a quality of craftsmanship 
and materials that builders recognize and buyers prefer. You 
offer a home value that outsells competition at every price 
from $10,000 to $20,000. 


Harnischfeger offers personalized field counsel in every phase 
of building to make your whole program more efficient. Join 
the swing to safer, more profitable P&H Home building. See 
the new L-Plan Model Homes at Port Washington, Wis 
Profit from the P&H Selling Festival. Write, wire or eall today 
for an appointment. Harnischfeger Homes, Inc., Dept. 
NR-5610, phone Port Washington, Wis. 611. 


loa SF. Se me 4 


For21 years, better value for the owner, better business for the builder 





Easy cure for “look-alike’’ houses 


. CURTIS window variety 


é 


EXTRA DISTINCTION AT MODEST COST is achieved 
with Curtis Silentite Convertible wood windows 

shown here used as awning sash with picture window. 
Used upright, these versatile windows serve as efficient 


DOUBLE-HUNGS CAN BE DIFFERENT when used in groups 
or in combination with a picture window. Curtis Silentite 
double-hung wood window units are available in several 
sash styles —all extremely weather-tight to cut heating and 
air conditioning costs 
far right 


Note the Curtis bow window at the 
made up of standard Curtis casement units 


casements, too. Curtis Convertibles can be stacked 


both in width and height into weather-tight multiple 
units, easy to install. More than 1000 combinations pos 


sible — giving you almost unlimited scope in planning 





CASEMENTS ADD AN EXTRA NOTE OF STYLE— especially 
when they are Curtis Silentite casements, available in sev 
eral different 
ments 


styles for home, any These case 


weather-tight 


any room 


are really they can 


of heating or air conditioning costs 
holds the 


save up to 16° 


A patented operator 


casement rigidly in any position no swinging 


Curtis Silentite windows come in many different styles and are 


available from lumber and woodwork dealers in most parts of 
the country. Compiete information and specifications for these 
guaranteed windows are yours on request—mail the coupon. 


CURTIS 


WOODWORK « heart of the home 
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Curtis Companies Service Bureau 


200 Curtis Building, Clinton, lowa 
Please 


book 


send me the new Curtia winds 


‘eee 


CurtiS 


weocwoerr«n 


SILENTITE 


the Insulated window 


Octoher. 1996 








HOME IMPROVEMENT 
STARTS WITH WINDOWS 


\/ 


SASS 

=. 

Lit N <NIN 
ee, 


+ 














Many home remodeling jobs START with the 
well-planned installation of R*O*W windows. The 
improvement is dramatic and gratifying. 


Modern, removable Re-O+W windows provide maximum 
light, ventilation and weather protection. Insist on the 


beauty and natural insulating properties of fine 
WOOD windows. 


WINDOW BALANCE 


REMOVABLE R-O-W WINDOWS LIFT OUT FROM INSIDE, FOR EASY CLEANING OR PAINTING 
See your local lumber dealer or write 


R-O-W SALES COMPANY ~- 1313 ACADEMY + FERNDALE 20, MICHIGAN 
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GENUINE 
DOUGLAS FIR PLYWOOD 


PLYSCORD 


INTERIOR TYPE GRADEC-D 
* 


SHEATHING (4 yp. 
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KOA diy PIN SCORD 
IS PLYWOOD SHEATHING 


QUALITY-TESTED FOR: 


The true quality of plywood sheathing isn’t always visible. 
What's inside—glue quality...inner-ply quality—is all-important. 


*PLYSCORD?* is quality-tested under established industry pro 
cedures, according to published Commercial Standards. 


Insist on DFPA-PLYSCORD*® when you buy, specify, or use 
plywood sheathing! 


Douglas Fir Plywood Association (DFPA), Tacoma, Wash.—a non-profit industry 
organization devoted to product research, promotion and quality maintenance 
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Notes On 
New Books 











T IS rare that a whole new field 

of activity presents itself to an 
established industry like real e 
tate. Yet the past two years have 
seen the phenomenal growth of 
service to builder-clients, an ac 
tivity that has just begun to make 
itself felt 

How important this field is to 
real estate men doesn’t need to be 
told again. The question no longer 
is: “Should I try to get more build 
er business?”” Now, it How can 
/ get more builder business?” 

The Broker’s Institute has de 
voted one of its quarterly bulletins 
to the subject, Realtor and Build 
er Cooperation. Developed under 
the editorship of Gordon William 
son of Detroit, the bulletin deal 
with selling for builders from 
three major points of view: 1 
Services Realtors offer their 
clients; 2) how Realtors and build 
ers both profit from close coopera 
tion, and what that cooperation 
entails; and 3) case studies of 
Realtors who have successfully de 
veloped selling for builders into « 
profitable source of new busines 

Ona widespread, national scale. 
elling for builders is new. “Real 
tor and Builder Cooperation” 
veals how new the subject is 
there is a multitude of opinions a 
to the right way the service should 
be performed 

One basic idea stands out, how 
ever: The sales agent has to be 
more than a “hired hand he 
has to take an active. important 
role, or both he and his builder 
will be dissatisfied Teamwork 
from the start seems to be the key 
to maximum returns in Realtor 
and Builder relationship ay 
the editor, and this sums up the 
matter neatly 

‘Realtor and Builder Coopera 
tion” touches on almost all pha 
of selling for builders, giving a 
wealth of tips on financing, adver 
tising, planning and promotion 
The book is a valuable addition to 
the fast-growing library of materi 
al on selling for builders 

Single copies of Fealtor and 
Suilder ( ooperation are available 
at $2.50 from the National Insti 
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tute of Real Estate Brokers, 36 
South Wabash, Chicago 3, Illinois 
Extra copies are obtainable at re 
duc ed prices 

Vodern Real Estate Practice 
A Managerial Approach supposed 
ly qualifies as a “textbook,” but 
that is an unfortunate label for a 
book of such high quality. Written 
by Frederick E. Case, associate 
professor of real estate and urban 
land economics at UCLA. the book 
is a successful attempt to get to the 
basic concepts of the industry 

For the man who has been in 
the real estate business for many 
years. Modern Real Estate Prac 
tice is of value because of its em 
phasis on current practices. The 
industry has changed considerably 
over the past 20 years it ha 
lost much of its casual, informal, 
unbusinesslike methods. Case 
stresses the hard facts of present 
real estate methods, and repeated 
ly makes the point that to be suc 
cessful in real estate today you 
must be a trained, alert, inquisi 
tive businessman 

As a discussion of techniques in 
the various phases of real estate, 
Viodern Real Estate Practice is 
sound, if not a radical departure 
from other books on real estate 

The greatest value of the book 
is its realization that real estate, as 
a business, is not something 
unique. The same fundamental 
business principles that apply else 
where apply here. If you are seek 
ing to make your organization 
modern in this sense, Professor 
Case has much to offer you. 

Vodern Real Estate Practice is 
published by Allyn and Bacon, 
Inc.. 70 Fifth Avenue, New York, 
New York. Price is $8.65 





MARKETPLACE SERVICE 


Have a spec ialized property 
that will benefit from na 
tional advertising? The new 
National Real Estate Market 
place is your opportunity t 
reach 65,000 Realtors and in 
vestors for as little as $35 


Read about it on page 38 











BEST BUY FOR 


here’s why... 


50% time and labor savi: 
Strong, solid, squeak-fre 
Won't warp, twist or cup 


Fits standard joist spacin 


FREE! 


FIR PLYWOOD 
FACTS BOOK 


Handy 48 page specifica- 
tion guide. Contains ap- 
plication, finishing, grade 
data. Douglas Fir Ply 
wood Assoc., Dept. NR, 
Tacoma 2, Washington 
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Adds strength and rigidity 
Fewer nails, less waste 
Seals out drafts from below 


Large, light, easy-to-handle 


INSIST ON DFPA GRADEMARKS 








Product Progress 





© New Models 
® New Equipment 


® New Ideas 





To receive further information about any of the items 
reviewed, without cost or obligation, use the handy 


inquiry form on page 10 





Color Styled Bathrooms by Briggs 10-1 


Nucleus of a complete color planning program for 
bathrooms is a large 28-page brochure published by 
the Briggs Manufacturing Company, a pioneer in 
the production and merchandising of bath fixtures 
in color. In order to make these bathroom treatment 
as original, attractive and harmonious as possible, 
Briggs engaged the services of Howard Ketcham 
world famous design engineer and recegnized au 
thority on the use of color, With this new “Color 
Guide to Bathroom Design and Decoration” builder 
and Realtors have at their command a new selling 
tool providing a wide range of professionally styled 
bathroom color selections for home-buying prospects 


Electronic Cooking by Whirlpool 10-2 


An RCA Whirlpool electronic range ‘s the latest 
addition to the appliances of Whirlpool-Seeger Cor 
poration, Four eye-level chrome dials permit instan 
taneous control of the various functions. A main 
control dial starts and stops the operating energy 
As cooking is done by energy, rather than by heat, 
there is no temperature control. Instead, a micro 
wave time selector automatically regulates cooking 
time. This ranges from a few seconds to a maximum 
of 21 minutes. To conserve microwave energy all 
electronic cooking is confined to an oven-like en 
closure, Interior of the new range is of aluminum 
which deflects the energy-carrying microwaves 


Walk-Out Picture Window 10-3 


A new sliding glass door with double weather 
stripping and interlocking construction has been de 
signed for all weather use by Fleet of America, In 
Single or double doors are available which interlock 
with glass picture walls of any size. Plate gla 
Thermopane or Twindow insulating can be used 
Doors are supported from the top and glide on ball 
bearings. Screens are carried on an outside track 


Admiral’s Low, Modern Look 10-4 


This Admiral home is a one-floor, three-bedroom 

model that features a 3 in 12 pitch roof and a sele 

tion of eight different floor plans within the sam 

general perimeter, With an overall size of 38’ 8” x 

1)’, the model has a low, modern ground-hugging 
(Please turn to page 11) a. a 
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———=THE JOURNAL REPORTS=— 


The National Association of Real Estate Boards ap- 
plauded as a constructive move the steps taken 
September 20 by the Administration to ease the 
tught mortgage market. The four Administration 
policy changes are particularly welcome be 
cause they are focused on relief for the home 
seeker of modest income who has been hardest 
hit by the money situation and whom the real 
estate industry has always sought to serve well 
Che four steps involving three separate govern 
ment agencies made in unison should have de 
cided psychological effect in dispelling signs of 
apprehension that the nation may be in dange: 
of overbuilding. Under the four steps taken by 
the Administration 

1) Sellers of home mortgages to the Federal 
National Mortgage Association will be required 
to buy the Association's stock at the rate of only 
1% of the value of the mortgage sold, instead 
of 2% as previously 

2) The Federal National Mortgage Associa 
tion will issue advance commitments to buy 
home mortgages at prices more favorable to the 
seller than heretofore (94 instead of 92 

3) The Federal Home Loan Bank Board ha: 
relaxed its rule limiting the borrowings of mem 
ber savings and loan associations of the Home 
Loan Bank System so that they now 
1244%, of their share capital instead of 10%, 
from the regional Home Loan Banks 

+) The Federal Housing Administration ha 
reduced the minimum down payment on home 
appraised at $9,000 or less from 7% to 5% of 
value. For all other home loans insured by FHA 
the current down payment requirements (7° 

of the first $9,000, plus 27%, of the amount over 
$9.000 up to $20,000) remain in force 


recelve 


The Federal National Mortgage Association re- 
duced its Management and Liquidating pro 
gram portfolio and M and L purchasing liability 
approximately $192 million during the past fis 
cal year ending June 30. This was uadiel in a 
report covering fiscal year ‘56 operations of the 
M and L, program which, in addition, to show 
ing a net reduction of 7.1%, portfolio and pur 
chasing liability, also disclosed that at the end 
of June the agency still held 341,247 FHA in 
sured or VA guaranteed residential mortgage 
in its M and LL portfolio valued at over $2.5 
billion 


Existing homes are continuing to outsell new 
homes, and there is no reason to believe the 
pattern will change in the immediate future 
Conventional loans are available, and the new 
FHA rulings on trade-ins will stimulate more 
activity there. Builders in low price ranges, or 
who depend heavily on GI buyers, are suffering 
most. VA mortgages are unattractive to lenders 
because of the interest rate, and 
to builders because of discount 


unattractive 


In some areas, this has forced the majority of 
small volume bu:lders into higher price ranges, 
which means more builders competing for the 


same steadily narrowing market. Some margin 
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al builders are simply throwing in the towel 
Pressure on agents from small-volume 
builder-clients to get interim and permanent 
financing has never been greater 


sales 


Fanny Mae’‘s liberalized operating policy under 
the new housing law reduces the stock purchase 
penalty from 3% to 2%, and permits builder 
to get standby commitments at 92, Activity of 
FNMA has taken a considerable jump upwards 
and purchases are expected to hit $550 million 
during the fiscal year ending June 30, 1957 


Construction costs continue to rise, according to 
E. H. Boeckh’s Highes! 
increase reported in July was Atlanta, where 
costs increased 2.9%. National average was .0% 
for the same month 


‘Building Costs” report 


In the middle of all the talk about financing, it is 
difficult to keep things in their proper perspec 
tive. Starts will be down, perhaps as much as 
250.000 under last year, but the adjusted an 
nual rate still remains above a million which 
is a lot of starts by any definition. A few years 

1956 may well be regarded as a year 

of adjustment and transition to a more stable 

housing market, With 1960 as the target date 
for the next great wave of demand for housing 
it is to be hoped the mortgage market will be 
less erratic than it has been during this decade 


hence 


Because of a sharp increase during August in the 
number of mass housing project contracts 
awarded, the dollar volume of housing con 
tracts for the year is only 8% behind 1955. In 
July there had been a difference of 12%. Sev 
eral enormous 
recently announced in California 20,000 
house developments with complete commercial 
and industrial facilities. Real estate men, we're 
happy to report, are intimately involved 


long range projects have been 


in home building last year, Chicago's metropolitan 
area made the largest gain 23% (from 49 
000 to 60,000 new dwelling units). Biggest fall 
off among the top 20 areas in population, was 
reported by Houston, Texas. Houston built 
4.000 fewer new dwelling units in 1955 than in 
1954 (a 23% decline). Los Angeles, still the 
leader in total new dwelling units. showed a 
than .5 


o/ 


change of less 


Broker's Institute announces an impressive sched- 
ule of activity during the NAREB convention 
in St. Louis next month. Considerable emphasi 

trading, as well 

as traditional elling and ad 
vertising. One particularly interesting part of 
the Brokers’ program will be a panel discussion 
on the “Practical Package of Building, Financ 
ing and Selling Homes.” Builder Rodney Lock 
banker John Austin 
and loan spokesman T. Bertram King and broker 

Frank MacBride Jr. will be on the panel, and 

Fd Mendenhall, past president of the Broker 

Institute, will be moderator. Should be highly 

profitable to sales agents and Realtor-buildes 


will be given to such subjects a 


interests such a 


wood, mortgage saving 
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Guide To New PRODUCTS & ADVERTISERS 





How to use this Guide: The number to the left of a manufacturer’s name is dupli- 
cated on the Inquiry Form. Mark the numbers on the Form about which you want 
more information at no cost or obligation. Cut out Inquiry Form and mail today. 


10-1 


NEW PRODUCTS 


Briggs Manufacturing Company 
Color Guide to Bathroom Design and Deco 
ration 
Whirlpool-Seeger Corporation 
Electronic range 
Fleet of America, Inx 
Walk-out picture window 
Admiral Homes 
Admiral’s low, modern look 
Tennessee Stove Work 
Electric cooking top 
Douglas Homes 
Rugged construction and color 
Laramie Chemical Corporation 
Fire alarm 
Jnited Staies Gypsum Company 
Drywall consiruction assembly 
Addresso Manufacturing Company 
Electrically illuminated house number 
Culver Products Company 
Packaged public relations program 
Realty Supply 
Self-adhesive signs 


NEW BOOKLETS 


2 Vederal National Mortgage Association 


Fannie May Story 
Prentice-Hall, Inc 

The Builder’s Vest Pocket Reference Manual 
Masti Tile Corporation 

Matico Color Chart 
Waste King Corporation 

Waste-King Wares 
Fenestra, Inc 

Fenestra’s new window finish 
Sylvania Electric Products, In 

Sylvan- Aire 
Channing L,. Bete Company, Inc 

32 Ideas for Improving Your Home 
Steel Door Institute 

Interior doors of steel 
American Institute of Real Estate Appraisers 

152 Problems in Real Estate Appraisal 
American Mat Corporation 

Tweed Rubber Tile 
Urban Land Institute 

Urban Sprawl 
Pacific Steel Boiler Division 

Pacific boiler data 
John Shrager, Ln 

How to Make Money by Advertising 
Western Underwriters Association 

Fire insurance guide 


10 


10 


10) 
10 
10 
10 
10) 
10 
10 
10 
10 
10 
10) 
10 
10 
10 
10 
10 
10 
10 
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26 Chamber of Commerce 
How Bypasses Affect Business 


The Majestic Company, In 
Majestic 1956 

Standard Dry Wall Products, Inc 
Thorobond 


Store Modernization Institute 
Jasic Guide for Store Modernization 


ADVERTISERS 

Active Display Advertising 
Carrier Corporation 
Columbia University Press 
Curtis Companies, In 
Douglas Fir Plywood Association 
Harnischfeger Homes, In 
The Heirloom Company 
Inland Homes Corporation 
Marvin Kratter 
The Lincoln Press 
Magnum Manufacturing Company 
Moorlee Display Advertising 

#2 Ownership 

+3 Perfect Home 

14 Realty Supply 

4) Reynolds Metals Company 

) KR. O. W. Sales Company 

+7 Setlich Sign Company 


Products Editor 
NATIONAL Rea EstatTe AND BULLDING JOURNAI 
+27 Sixth Avenue S.E., Cedar Rapids, Iowa 

I want to know more about the items checked 
below. Please see that complete information is 
sent to me without cost or obligation 
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look that adds to the illusion of much greater size 
The wide roof overhang aids in securing this feeling, 
too Single or double garage may be added either 
to the bay or side of the house depending upon the 
floor plan. With 1,105 square feet of floor area, the 
home has proved exceedingly popular, particularly 
because of the flexible interior floor plan arrange 
ment 


Super-Thin Drop-In Cooking Top 10-5 
Modern Maid has an 


nounced a new super-thin, 
drop-in, four unit electric 
com owe top. Manufactured 
by Tennessee Stove Works, 
the new units slip easily 
into a single cutout and 
the entire unit, including 
the conduit box is a scant 
three inches deep. Drawers 
directly beneath the in 
stallation can be used. The 
units are available in either 
stainless steel or coppel 
tone porcelain. Optional is 
the Thermal Eye surface unit. After dialing the 
proper temperature for frying, boiling or warming, 
the Thermal Eye automatically maintains the correct 
temperature. 


Rugged Construction and Color 


A new community of 
300 homes under construc 
tion in Larkdale, Illinois, 
features color coordination 
throughout by a national 
color authority and a novel 
Million Dollar Bond which 
insures special construc 
tion features for rugged 
strength. The subdivision 
is made up of Dougla 
Homes being erected by Joynt & Becker 


Guard Life and Property 10-7 


A tiny new fire alarm 
that is installed by plug 
ging into any standard A 
outlet shrieks an ear-split 
ting alarm at the first sign 
of fire or ominous over! 
Intended for 
plants, offices, stores, ware 


heating 


houses and homes, it can 
be easily and inexpensive 
ly “planted”’ wherever his 
tory or hunch indicate fire 
may gain headway before 
being detected This port 
able, reusable alarm use 
no current except when 
signaling and is an excellent substitute for, or com 
panion system to sprinkler and other standard fire 
detection and fire fighting systems. It is made avail 
able by the Laramie Chemical Corporation 
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INCREASE GOOD-WILL - INCREASE SALES 


rela Mae la (lal tits 1 a ee 


PORTFOLIOS 


sed approx. 5 
singer N 
49 $1.00 eact 
50 more 95c eact 
Sample $1.35 


Gold Stamped 1957 DESK CALENDARS 
N H Size approximately 3/7” x 6\% 
r: Maroon, Green, Ivory and Brown 
Copy up to 5 lines 
1Vec each 250 l4c each 
lc eact 100 16éc each 


1957 APPOINTMENT BOOKS 

Attractive and individually boxed. Your ad G 
ed at no extra charge. Covers Maroon 
Size 5-11,/16" = 6% Price 75« Sample 9O0« 


Mir rder SO t ks 
BRIEFCASES 


nittals stamped 
Size 13°' « 16 


Price $12.00 


Samples are not sent on Open Account or C.0.0. Write to Dept. N-106 


MAGNUM MANUFACTURING COMPANY 
655 SItxTH AVENUE NEW YORK 10 WN ¥Y 








Want to sell more, lease more, exchange more? 
The new National Real Estate Marketplace of 
fers you a select market of 65,000 Realtors and 
investors for as little as $35! Read all about 


this new source of business on page 38 





INTERESTED? 7 @ THEY TELL 
——@ THEY SELL 
© THEY'RE COMPLETE 


~ @ NEW SMART DESIGNS 


py HOLLYCOURT 0800 ‘ 


16°: 24° STANDARD SIZE ON Va" 
MASONITE OR 30 GAUGE METAL 
COMES COMPLETE WITH NUTS 
& BOLTS. RIGID % ANGLE (RON 
STAKES 42 IN. HIGH. FINISHED 


LOW PRICE LIST IM BLACK. PRINTED 2 SIDES 
DAY-GLOW SIGNS PLAIN SIGNS 
10 SIGNS (2 SIDES)...¢75.50 | 10 SIGNS (2 SIDES). . .¢ 62.50 
15 SIGNS (2 SIDES)... 106.50] 1S SIGNS (2 SIDES)... 87.50 
25 SIGNS (2 SIDES). ..137.50] 25 SIGNS (2 SiDES)... 112.50 
SEND $5.00 FOR SKETCH. THIS 
APPLIES TO YOUR ORDER. 
“WE SIGN THE NATION” 


£° ACTIVE DISPLAY ADV. 
1702 W. 19th ST., CHICAGO 8, ILL 


DELIVERY 2 WEEKS 
FACTORY TO YOU 


CHECK OUR 
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National Bank of Commerce, San Antonio, Texas 


Architect 
Kenneth Franzheim, F.A.1.A., 
Houston 
Associate Architects 
Atlee B. and Robert M. Ayres, 
San Antonio 
General Contractor 
The Henry C. Beck Company, 
Dallas 
Reynolds Aluminum Applications In This Building: 
Reynolds Series 100 Vertically Pivoted Window 





Reynolds Aluminum Service 
to the Building Industry 


Reynolds makes available expert help in 
aluminum design problems and in selecting 
from a wide range of standard Reynolds 
Aluminum mill forms, in addition to these 
performance-proved Reynolds Lifetime Alu- 
minum Building Products: 


For Home and Farm: 
Gutters & Downspouts 
Reflective Insulation 
Residential Windows (Casement, Awning, 
Traverse, Double-Hung, Basement and Utility) 
Corrugated and V-Crimp Roofing and Siding 
Weatherboard Siding—Flashing—Nails 


Industrial, Commercial: 
Center Pivoted and Commercial Windows 
Reynowall, exterior insulated wall system 
ReynoCoustic, aluminum acoustical system 
Reynowall, interior partition system 
Reynoside, aluminum siding in modern 
architectural designs 
Reynodeck, aluminum roof deck 

















Write te: Reynolds Metals Company, 
Ruilding Products Division, 2016 
South Ninth Street, Louisville 1, Ky. 
ial 


NO LDS 
MINUM 
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For Speedy Construction 10-8 


A new drywall construction assembly for non-load 
bearing and free standing partitions has been placed 
on the market by United 

I V 4 States Gypsum Company 

% Merchandised under the 

f- #* | brand designation “Sheet 

if Rock-Trussteel Stud Par 

| tition System,” compo 

nents of the system are 

metal studs, attachment 

clips, metal runner tracks, 

stud shoes, a new United 

States Gypsum product 

called Baxbord, and 3%” 

Sheetrock wallboard 

Among its many advan 

tages, says the manufacturer, are its “drywall” ap 
peal, its adaptability to new construction or remodel 
ing, its hollow partitions for easy installation of 
electrical conduits and pipes, its composition of non 


combustible materials, and its relatively high sound 
insulation. 


Electrically Illuminated House Numbers std 


The idea of illuminated house numbers has always 
been welccmed by homeowners. The problem, how 
ever, has been in the cost 
of the unit, the cost of the 
installation, and the cost 
of maintenance. Addresso 
Manufacturing Company 
has overcome this 3-way 
cost barrier by developing 
a new, smartly designed 
unit which provides day 
and-night house number 
illumination for around 
24%¢ per month. In use, 
it is hooked up directly to the doorbell, obtaining a 
mall amount of electricity (approximately one watt 
from the doorbell circuit, 


A Packaged Public Relations Program _— 
Of special interest to sales managers, salesmen and 
executives is the Sales-Maker, recently developed by 
Culver Products ¢ ompany 

The manufacturer says 

that it creates contacts 

when none exist and de 

a, velops present contacts into 

By friendly customers. Ten 


minutes a day is all the 


time necessary to use it 

effectively. Contained in 

the kit are 250 personal 

ized correspondence cards 

in ten categories. A suitable cartoon is printed in 

brown ink on each card in the lower left hand cor 
ner. The Sales-Maker is supplied in two versions 


a deluxe gift package suitable for desk use and a 
ile man’s utility working kit in a plain box 


Self-Adhesive ty 10-11 


Admission by ypointment? Sold? 3 Bedrooms? 
Property P elacutone ly Appraised? Air Conditioned? 
What's your choice? Any or all of these outdoor 
signs can now be ordered from Realty Supply of St 
Louis. Easy to use, weatherproof and removable, the 


NaTIONAL Reau Estate AND BuiLpinGc JouRNAL 





self-adhesive and need only to have the 
backing sheet peeled away for easy application to 
Nor Sale signs. A dazzling fluorescent yellow on black 
proclaims the Realtor’s success on the SOLD sign 
while other signs come in appropriate colors to match 
or blend with For Sale signs 


Siyns are 


New Booklets 
Fannie May Story 


The Federal National Mortgage Association under 
its Secondary Market Operations program purchased 
23,422 residential mortgages valued at approximately 
$229 million during the fiscal year ending June 30, 
1956. A detailed financial statement is now available 
giving a brief explanation of how the Secondary 
Market Operations program is financed and how it 
operates 


10-12 


Vest Pocket Reference 10-13 


A handy, compact reference entitled “The Build 
er’s Vest Pocket Reference Manual” by William J 
Hornung, has just been published. Information on all 
phases of building from carpentry to roofing is in 
cluded in the 171 page book available for $1.95 from 
Prentice-Hall, Inc., 70 Fifth Ave., New York 11, N.Y 
10-14 


Matico Color Chart 
Complete specifications for Matico DeLuxe and 
Super deluxe plastic wall tile are now available in a 
new four page color chart. The chart illustrates the 
11 regular colors and six special high style colors 
available in Matico tiles as well as all the trimmines 
and accessories the company produces 
10-15 


Waste-King Wares 

Folders are now available giving descriptions and 
complete installation specifications for the latest 
Waste King Corporation products. Folders can be 
obtained on Waste King garbage disposers, automatic 
dishwashers, electric and gas built-in ranges and the 
Waste King incinerator 


Fenestra’s New Window Finish 10-16 


Fenestra, Inc., has announced the development of 
a new steel window finishing process that eliminates 
the need for painting. The process, named Fenlite. 
is a result of years of research to give builders and 
architects window products better able to withstand 
the rigors of all weather conditions, yet maintain a 
bright finished product appearance 


Wall-to-Wall Lighting 


A new 20-page booklet describing the universal 
applications of Sylvan-Aire, Sylvania’s system of 
wall-to-wall lighting, has been published by Sylvania 
Electric Products. Inc. Pointing out that the new 
ystem provides ideal seeing conditions, proper sound 
conditioning and modern styling, the booklet dis 
cusses each of these features in detail and with liberal 
illustration 


10-17 


A Check List for Home Owners 10-18 


A new booklet, “32 Ideas for Improving Your 
Home,” has just been published by the Channing L. 
fete Company, Inc., to help promote the improve 
ment of America’s homes. The booklet is basically 
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BANISH KEY PROBLEMS FOREVER 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 


A SIGN hi 
PROGRESS 


Permits 50% more time for actual Selling, Showing and Listing 
of Properties 


@ Only one key needed to every listing in any co- 
operative group whether there be 10 or 10,000. 


@ Eliminates going after and returning key to listing 
office 


@ Eliminates duplicate keys and key boards 


ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc 


Perfect for any listing whether Furnished, Occupied, or Vacant 


Non-duplicating keys PATENT PENDING 
furnishec’ 

Pilfer — Tamper Proof 

May be used on doors or 

windows — front or rear 


Made of Durable 
Stainless Steel 


FOR FURTHER INFORMATION 
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ACCEPTED NATION-WIDE 
MODEL FOR 1956 Geller than ever! 


GT TTILH Sign Co 


2343 S.HANLEY ST.LOUIS.17,MO. 


a check list of the various perce the home owner 
can undertake to improve his property, and makes 
use of a unique scriptographic style 


| Interior Doors of Steel 10-19 


The Steel Door Institute 
has just released an eight 
page brochure listing rec 
ommended specifications 
for flush type interior stee] 
doors, frames and sliding 
closet door and frame 
units. Easily installed, 
these doors are of maxi 
mum strength but require 
minimum maintenance 
They come furnished with 
a baked-on primer ready 
for a finish coat of paint 


| Real Estate Appraisal Problems 10-20 


A new book published by the American Institute 
| of Real Estate Appraisers presents “152 Problems in 
| Real Estate Appraisal with Suggested Solutions.” The 
| problems highlight the entire appraisal process and 
| were selected from the experience of practicing ap 
| praisers to illustrate basic theory, principles and 

proce edures 


Tough Floor Covering 10-21 


Resistant to dents, punctures, spikes and scoring, 
a new rubber tile has been developed by American 
Mat Corporation. Of universal application Tweed 
Rubber Tile provides high resiliency for comfort and 





The Mutual Mortgage 
Insurance Fund 


A Study of the Adequacy of 
Its Reserves and Resources 


Ennest M. Fisner and Cuesrer RApKIn give 
the history and evaluate the operations of the 
Mutual Mortgage Insurance Fund, the oldest 
and largest of the funds operated by the Fed- 
eral Housing Administration. They consider 
the adequacy of the reserves of the FHA and 
offer recommendations for their improvement. 
After examining the legislative history of the 
Mutual Mortgage Insurance System, they re 
view its operating experience, the major chat 
acteristics of insured mortgages, and the actu 
arial methods used to calculate the reserve 
position of the Fund $4.00 
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noise silencing and a tough, long-wearing floor that 
withstands abuse. An illustrated brochure available 
on request includes many of the attractive patterns 
available with the eleven new colors 


“Urban Sprawl” Threatens American Cities '*?? 


Our cities are flirting with the danger of creating 
inconvenient and ill-serviced suburban areas unless 
they take positive action to combat “urban sprawl,” 
according to an article appearing in Urban Land, a 
publication of the Urban Land Institute. Copies of 
the issue can be obtained for $1 from the Urban Land 
Institute, 1200-18th Street NW. Washington 6. D.( 


Pacific Boiler Data 10-23 


A four-page illustrated catalog covering four sizes 
of the Pacific “Plate Flue” steel boilers for residen 
tial installations is available from the Pacific Steel 
Boiler Division. Featuring the unusual construction 
of these boilers, the catalog also includes complete 
statistical and engineering data on the four boilers, 
plus drawings that are helpful in determining rough 
ing-in dimensions 


For Profitable Advertising 10-24 


“How to Make Money by Advertising” is the title 
of a forthright 42 page booklet giving the proven 
rules for successful advertising. Written by John 
Shrager of John Shrager. Inc., the booklet has grown 
out of years of experience in national, regional and 
local advertising 


Fire Insurance Guide 10-25 


Western Underwriters Association has made avail 
able a folder describing “How to Keep Your Fire In 
surance Costs at a Minimum.” Advance rating on 
building plans by the fire insurance rating bureau 
having jurisdiction in your state is recommended to 
prevent fire-vulnerable construction 


Bypass Effects 10-26 


“How Bypasses Affect Business” is the title of a 
new 24 page booklet compiled by the Chamber of 
Commerce of the United States, Washington 6, D.( 
and available for 50¢. Land value increases and busi 
ness gains are some of the surprising effects of high 
way bypasses cited in this interesting siudy 


Majestic 1956 10-27 


The Majestic Company, Inc. announces the avail 
ability of a new bulletin which concisely describes 
VMajestic’s line of summer air conditioning equip 
ment. Included is a new addition, a special hanging 
unit which can be attached to ceilings 


Improved Adhesion 10-28 


A new 8 page folder, circular No. 48, describes 
Thorobond Liquid Bonding Agent, its characteristics 
methods of application and coverage. Typical uses 
are Tustrated for improving adhesion between old 
and new concrete, plaster and other materials 


Store Modernization Guide 10-29 


When the small store owner is ready to modernize 
his store. the “Basic Guide for Store Modernization’ 
will show him how to go about it. Available for $10 
from the Store Modernization Institute, 20 East 55th 
Street. New York 22. New York, the guide covers 
such subjects as financing, budgets, costs, and how 
to conduct a survey of modernization needs 
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Points of Property Law 


® Facts about expectant estates 


© Penny wise and pound foolish 


® An offer for an act 


By GEORGE F. ANDERSON 


MAN WALKED into a law 

office and said, “When my 
father died he left a will giving me 
his real estate for life and on my 
death to my children, Now it looks 
as though I am never going to 
have any children and if there was 
any way to clear the title I could 
get a good price for the real estate 
now. | was the only child and I 
don't see why my old man had to 
ball the title up like that.” 

The lawyer thought to himself, 
“Life Estate, Contingent Remain 
der Reversion, Destructibility of 
Contingent Remainders.” Then he 
said, “How much would it be 
worth to you to get that title clear 
ed up?” 

The client said, “At least $5, 
000.” The lawyer said, “Ill clear 
it up for you.” 

The lawyer prepared two deeds, 
one conveying the life estate and 
the other conveying the reversion, 
each deed reciting that it was ex« 
cuted to destroy the contingent re 
mainder, Then he prepared a third 
deed conveying the property to the 
client, He recorded the deeds, and 
ordered a Report of Title. It came 
through clean as a whistle, with 
that little contingent remainder 
having been squeezed completely 
out of existence 

When he handed the Report of 
Title to the client, the client ex 
amined it and a smile came across 
his face so big it could not have 
been any bigger without moving 
the ears. He said to the lawyer 
“You're a magician, you are, The 
real estate man told me_ there 
wasn't a chance in the world.” 

That couldn't be done today be 
cause on July 2, 1921, our Legis 
lature passed an act which pro 
vides that “no future interest dial 
fail or be defeated by the deter 
mination of any precedent estate 
or interest prior to the happening 
of the event or contingency on 
which the future interest is limited 
to take effect.” 


This act, of course, does not ap 
ply to any contingent remainder 
that already had been destroyed 
when the act was passed. But the 
question arose as to whether or 
not it applied to contingent re 
mainders that had been created, 
but not destroyed, before the act 
was passed. Was the right to des 
troy a contingent remainder a vest 
ed right that could not be taken 
away? This question was ans 
wered in the case of Jennings vs 
Capen, 321 Ill. 291, where the 
court said, “Jennings’ right as life 
tenant and reversioner, to destroy 
the contingent remainder, was not 
a vested right 

“A vested right is one of which 
the person to whom it belongs can 
not be divested without his con 
sent. A divestible right is never, 
in a strict sense, a vested right. By 
the failure to exercise Jennings’ 
right the contingent remainder 
would take effect upon the hap 
pening of the event or contingency 
upon which it depended. Hence 
his right, without any action on 
his part, might be divested.” 

It follows that Jennings’ right 
to bar the contingent remainder, 
under the law as it stood when the 
testator’s will took effect, was not 
a vested but a mere inchoate right 
It was within the legislative power 
to deprive Jennings of that right 
The general rule is that the legis 
lature may change, modify, or 
abolish expectant estates of all 
kinds, since a mere expectation of 
property in the future is not con 
sidered a vested right 

So we can't earn any $5,000 
fees in that way any more, and 
must turn our eyes toward other 
fertile fields, if there are any 


ecto walked into a real es 
tate offiice around the corner 
from where he lived. The Realtor 
knew him and he knew the Real 
tor. Finley said, “I want to sign a 
deed to my oldest He had 


son 
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the guaranty policy to his proper 
ty with him and the Realtor draft 
ed a quit claim deed, and Finley 
signed it. The Realtor handed him 
the deed. but Finley said, “I want 
you to keep that and give it to my 
son when I die.” 

The Realtor put it in an enve 
lope with a memorandum, “De 
liver to grantee upon death of 
grantor,” and put in the vault 

Finley was a widower and had 
two The younger was “no 
good.”” He was in and out of trou 
ble all the time and Finley had 
spent on him as much as the prop 
erty was worth. He had _ been 
thinking about this a long time 
and his visit to the Realtor was the 
culmination of his thoughts. A few 
years later Finley died. The Real 
tor delivered the deed to the older 
son and the younger son brought 
a suit to recover half the property 

A deed delivered in escrow to be 
delivered to the grantee upon the 
death of the grantor is good, pro 
vided the delivery in escrow is ir 
revocable, How can the older son 
prove that this delivery is irrevoca 
ble? Nothing was said to that ef 
fect. The Realtor should have had 
Finley sign a memorandum that 
the delivery was irrevocable and 
had several but 
even so it would not be conclusive 
because in spite of the memoran 
dum there could be a secret agree 
ment that the deed could be re 
called 

Of course the object of deliver 
ing a deed in escrow instead of 
drawing a will is to save costs of 
probate and generally this is pen 
ny wise and pound foolish. Finley 
could have executed a will also 
and then if the deed was ques 
tioned. the grantee could fall back 
on the will. And it would have 
better to have a title and 
trust company as escrowee because 
no matter how honest an individ 
ual is, his words and acts are al 
ways subject to susplt ion 


egy an owner gives a brok 
er a non-exclusive, it is con 
sidered an “offer” for an “act;” 
the act to be performed is intro 
ducing a buyer who is ready, will 
ing and able to buy 

An offer is revoked by an in 
consistent act by the offerer. 


sons 


witnesses to it, 


been 


The question is, does an incon 
sistent act not known to the offeree 
( broker ) revoke the offer? 

In Illinois a contract of sale en 
tered into by the owner, which is 
an inconsistent act by the offerer, 
revokes the offer (the listing) even 
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if the entering into the contract of 
sale is unknown to the broker. 

I think it is rather unusual, be 
cause as a general principle a re 
vocation does not become effective 
until it becomes known to the 
broker 

If an owner gives a non-exclu- 
sive to a broker and the next week 
gives an exclusive to some other 
broker, giving the exclusive would 
be an inconsistent act with the 
continuance of the non-exclusive; 
but I doubt that it would revoke 
the non-exclusive unless the brok- 
er holding it knew about the ex 
clusive. 

Williston on contracts says 
nothing on this subject, and he is 
the last word. If you get in this 
jam you can make some law for 
us. 


|" an owner came to you and 
wished to borrow $5,000 on a 
second mortgay¢, and you felt it 
would be a safe loan were it not 
for the possible expense, delay and 
vicissitudes of a foreclosure, there 
is a future course here. 

If the owner is in possession 
there is no legal objection to you 
saying to him, “I’m not interested 
in lending you any money, but I'll 
give you $5,000 for your equity, 
and if you wish to buy it back 
within a year you may do so for 
$6,000.” 

Let’s take the measurements of 
that transaction to see if you can 
make it work for you sometime in 
your future business. He will re 
fuse to surrender possession and 
all you can do is to bring an eject 
ment suit. While this is pending, 
the owner is enjoying the rents 
and profits, and you are worse off 
than if you had a trust deed 

If the question of possession is 
eliminated, you must reckon with 
the fact that four men out of five 
(or shall we be less cynical and 
say three out of five), when they 
get in a pinch, will say it was a 
loan. If they record an affidavit. 
and you want to sell the property, 
it is up to vou to have it waived, 
and this will not be easy. It is not 
likely that the owner will file an 
action to redeem, because if he 
does he will have to tender you 
the money, and that’s just what 
he can’t do. 

Remember the truth of the 
matter is it was not a loan. You 
couldn’t sue him for the $6,000, 
and there is no personal liability 
on his part. Be careful not to use 
the word loan, or debt, or interest, 
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or lender, or borrower. so as to 
give corroboration to his false 
claims ; 

There also is the practical objec 
tion of adjusting income on the 
building because any adjustment 
will make it look like a loan. If 
you are sure the building will 
break even, let it go at that. A 
little profit, or a little loss, is all in 
the day’s work. 


You can this shoe doesn’t 
fit many feet, but when it does fit, 
it fits well. Try it on the next time, 
and if it fits wear it, and you may 
not only make yourself a hand 
some profit, but you may help out 
some wayfarer who is angling for 
bigger fish, or tiding himself over 
until his ship comes in 


see 


y I “honestly think” I am sell 
ing you one lot and you “hon 
estly think” you are buying an 
other, and the deal is closed, you 
can’t do a thing about it. The 
hitch comes in “honestly think.’ 
By “honestly think” the law does 
not refer to the secret contents of 
our minds but the contents of our 
minds indicated by what we say 
and do. So it is possible what we 
“honestly thought” according to 
law is not what we really 
estly thought.” 


“hon 


If I said something, or did some 
thing or didn’t do something, to 
mislead you, that is something else 
again: The seller owned a cornet 
lot 50*130. He was trying to sell 
the south 85 feet of it. He showed 
it to the buyer; the buyer sized it 
up. The seller didn’t say, “You 
understand I’m not selling you the 
whole lot.” He said nothing. He 
delivered the abstract to the south 
85 feet. The lawyer examined it 
He should have told the buyer the 
lot was 50*85 but he didn’t and 
the deal was closed. Later the 
buyer discovered his mistake and 
filed suit to reform the deed 


“Defendant saw plaintiff make 
the inspection of the entire lot. 
knew he was contracting with ref 
erence to the whole and not for a 
part only. Defendant stood mute 
when it was his duty to speak the 
truth and thus he perpetrated a 
fraud against which a 
equity will grant relief 


“The conclusion is irresistible 
that plaintiff by the conduct of 
defendant was led to believe that 
the papers and contracts signed 
called for the entire plot of ground 
shown him by defendant and j 
entitled to his bargain 


court of 
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Limitless Opportunity Ahead 


& insane question recently came to our at The potential for the alert, aggre 


tention: “Is a television antenna, mount estate company 1s difficult to realize. Ther 
ed on the roof of a house, a ‘fixture’ or can are literally dozens of major areas of activity 
it be removed when the house is sold? for you to develop and expand, These ar 
This is a perfectly reasonable question areas in which the modern real estate com 
typical of those you're asked every day. It i pany is uniquely qualified to operate. Effi 
a problem of property law, one of the numet cient, carefully planned land development 
ous phases of real estate you must be familiar for example, offers more to the real estat 
with if only to know when jt is necessary company today than it has since the early 
to seek the advice of an attorney 1920s. The successful operation of shopping 
Property law, however, is just one phase centers depends primarily on the intelligence 
of real estate, and the matter of the television and know-how of the leasing agent, and the 
antenna is just one minor problem. Have you hopping center has barely begun to feel it 
considered the vast number of other problem oats in the national economy 
that enter your real estate activity? Selling for builder for all practical 
Checking through a few past issues of the purposes a brand new source of busine 
JOURNAL, will give you some idea. Broker has grown by leaps and bounds and grow 
age, home building, commercial leasing, more important by the day. Trading, which 
modernization, FHA policies, land develop has been talked about and kicked around in 
ment classified advertising, sale-leaseback the residential field for year How promise 
financing. Commission rates, model home to revolutionize the whole field of home sel! 
decorating, industrial subdividing these ing and financing. Sale-leaseback operation 
are only a few of the subjects the JOURNAIT have thrived with an industrial expansion 
has treated in recent months. And most that must continue if the economy is to keep 
JOURNAL readers are directly concerned pace with population growth 
with most of these phases of real estate These are only a few of the more promi 
What should you conclude from this? ‘Two nent aspects of the potential before you right 
thing 1) Real estate today is a dynamic now. Each one demands that you. as a pro 
complicated business, demanding more fessional in real estate, constantly strive to 
knowledge, background and training than meet the challenge this opportunity present 
ever before. 2) Though real estate today 1 In the past the real estate industry ha 
more demanding and complicated it offer rendered an incalculable service to the a 
a wider range ol profitable activity than it tion. Even so, the potential of its future 


ever has in our history ice is infinitely greater 


(Brt- Pelors 
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FHA Rulings Give Broker 


New Support for 


New FHA rulings now make you eligible for firm commitments on 
“trade-in” houses. This liberalized financing program paves your way 
to the doorstep of countless prospects who will move only if they can 


sell their present homes first. If you enthusiastically merchandise and 





sell your “trade-in” plan you can establish a profitable market that 


will mean dollars for you and new homes for millions. 


a. Federal Housing Adminis 
tration has very recently broad 
ened its regulations governing the 
financing of trade-ins to favor the 
real estate broker 

How will this effect you? Will 
it help you combat the declining 
new home market? Will taking 
trade-ins boost your profits or will 
they just be risky headaches? 

These and similar questions are 
being asked by real estate brokers, 
considering the effect of these new 
FHA directives. This 
will you in understanding 
how the new measures work and 
how you can benefit from obtain 
ing FHA commitments exist 
ing houses 

In a nutshell, this new govern 
mental ruling makes real estate 
firms and land developers eligible 
for firm commitments from. the 
FHA to insure financing of homes 
taken in trade, Prior to this only 
operative builders were allowed to 
take advantage of this type of in 
ferim financing 


Why FHA Will Help 
FHA’'s new liberalized financing 
program to spur trade-ins is de 
signed to counteract the declining 
new home market. Federal Hous 
ing Administrator Norman Mason 


discussion 


assist 


20 


predicts trade-ins will create a 
great new market of 60 million 
Americans who would like to 
move if only they could sell thei 
present houses, On the basis of thi 
assumption the FHA plan 
will be a boon to your efforts to 
provide better housing for families 
in your community 

The trade-in idea is 
Many real estate firms 
veloped a big business 
this plan 

And now that more liberal FHA 
terms available older homes 
are taking on a new attraction 
Viany Americans in older homes 
are prospective buyers of new 
housing but lack the immediate 
cash on hand to meet downpay 
ment requirements. A good many 
others could improve their housing 
condition if more suitable older 
homes were available within thei 
price range. These factors all weigh 
in favor of your entering the trade 
in field 

The revision of an FHA ruling 
requiring major improvements has 
been effected to benefit you in 
trade-in deals. No longer do large 
scale repairs need to be made on a 
traded-in property to qualify it for 
an insured loan 

The FHA does not have a “trade 


new 


not new 
have de 


ba ed 


are 
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in” program as such. But through 
modification of its rules and regula 
tions it has made it possible for 
real estate brokers to obtain inter 
im financing based on FHA’s com 
mitment to insure in an amount up 
to B5Y 
able to 
chasing 


of the loan amount avail 
an owner-occupant 
the traded-in property 
This enables you to take title to 


the house and hold it until sold 


How Much Time? 

The key service offered by the 
FHA in this trade-in business i 
the issuance of a firm commitment 
to a lender in your name. You 
can then hold the property for at 
least four months without dispos 
ing of it and still not be required 
to take title to it. And at the end 
of that time you can apply for an 
extension of time on the firm com 
mitment 

hese mortgages can be arrang 
ed on terms up to 20 years or up 
to three-fourths of the estimated 
remaining economic life of the 
property, whichever is less. FHA 
will insure loans for this type of 
financing up to a top figure of 
$17.000 

FHA sets a monetary limit on 
the total amount of such mortgages 
it will approve for specific 


pul 


any 
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‘Trade-Ins 


By Don NEUMANN 


Assistant Editor 
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realty firm. When satisfied the 
property is marketable, upon ap 
plication for an insured mortgage, 
KHA will commitment 
stating the mortgage amount avail 
able to the broker. An additional 
provision also lists the terms avail 
able to the eventual purchaser 
This procedure is known as a 
dual commitment” and is covered 
in Section 203 (b) of the National 
Housing Act. The final purchaser 
of the traded-in property need not 
buy under FHA terms, but usual 
ly they are the best available. This 
facilitated by mak 
ing use of standard procedures to 


Issue a 


transaction 1s 


effect a substitution of mortgagor 
[he mortgage terms, as a rule, will 
the second 
nform to the 
amount and 


trans 
more 


be altered on 
action to <¢ 
liberal loan 
ment period 


repay 


Ground Rules 

The following considerations 
are required in submitting appli 
cations to the FHA 

1) The property is an existing 
dwelling, whether old or newly 
built, designed for not more than 
two families and is being ex 
changed or sold in connection with 
the purchase of another home 


Z he offered 


2) The property ts to 


NATIONAL REAL Estat 


sND BuILDING JOURNAI 


for sale when acquired or upon 
completion of any desired or re 
quired repairs, alterations or im 
provements 

3) The application of the seller 
mortgagor taking the property in 
trade must have the mortyavee 
identify the application as a “trade 
in’ transaction by 
Schedule A 
gage Loan” 
wording “trade-in.” 


indicating in 
Purpose of Mort 
five. the 


under item 


+) The application must be ac 
companied by a sales contract giv 
terms of the 
transaction or the 


tract 


action a } 


ing the trade-in” 


two sale con 
that will confirm the tran 
fide 


bona trade-in 


transaction 

5) The seller mortgagor 
property in trade must 
rent financial statement 
net working capital and net worth 


taking 
ubmit cur 
reflecting 


at least equal to the required in 
vestment in the property plus pre 
paid items and a reserve to provide 
for carrying charges for a reason 
able time pending resale for each 
ubmission. The required invest 
will be the 
tween the total cost of acquisition 
and the 
which a commitmeit may be re¢ 


ment difference be 


amount of mortgage for 
ommended 
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The Housing Act of 1956 boost 
ed the trade-in plan by permitting 
FHA insured mortgages on exist 
ing homes on 
available only for 
homes committed for 
prior to start of construction. To 
encourage application for mort 
gage insurance prior to construc 
tion and thus derive the benefit of 
FHA inspection during the build 
ing stage, the law sets a 
FHA 


transactions on 


terms previously 
the sale of new 


surance: 


lower 
mortgage amount for sale 
non-inspected 
homes during the first year follow 
ing completion of construction 
This, should have little 
or no bearing on the trade-in busi 
ness for it is generally agreed own 


however, 


than a vear old 
are not inclined to trade 
For sales ite 


ers of homes less 


owner-occupant 
current FHA regulations call for a 
downpayment of at least 7%, of 
the first $9,000 of FHA appraised 
value plus 27% of the value in 
excess of $9,000. The 
authorized to insure mortgage 
loans up to a total of $20,000 on 
single family homes 


agency 1 


Typical Trade-in Transaction 

\ family living in a two-bed 
room house decides more space is 
The head of the family 
ufficient income to make pay 
blowever 
hav 


needed 
has 
ments on a larger home 


he is one of many American 
ing no immediate access to suffi 
cash for a downpayment 
But he can now use the equity in 


his present 


cient 
home as a downpay 
ment on the larger one rather than 
having to wait for the sale of hi 
present house 

the balance due on the 


of hi 


Let ay 
existing mortgage 
§7 000 


present 
home | You, as broker 
handling the sale of the larger 
home, can apply for an FHA ap 
praisal on the buyer’ 
When the appraisal come 


will not 


present 
home 
only set the 
that 


good 


through it 
tage for the future sale of 
will erve a “a 
determining what you 
You and the 
prior 


will by 


in trade at a figure equalling the 


home but it 
basis for 
will allow the buyer 


buyer can agree even lo ap 


praisal that the home taken 
appraised value or at a set per 
centage of that figure 
FHA appral al of the 
amount to SI0.000 I hie 
home } pru ed at $16,000 on which 
the FHA has approved an insured 
mortgage of $14.400, Thi 


quire 


home 


econd 


will re 
a downpayment of $2,600 
You have already been approved 


by the KHIA for 


(Please turn t 


participation in 
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More Sales - - 
ith Fewer Showings 


Basing its entire sales approach on effective use of photographs, 
this Florida real estate firm has reduced actual showings to an 


average of three per prospect thus saving much valuable time. 


HEN Woodrow A. Kantner, at the company’s annual ledger the best way of utilizing his corner 
Florida Realtor, set up shop sheet. Sales totals have vaulted building's showcase front 
at his new quarters in Fort Lau- approximately $2,000,000 each Here is how Kantner uses the 
derdale four years ago he decided year since Pictorial Properties. camera to do much of the work 
to capitalize on photography Inc., was established. And 1956 is for his 20-man sales staff. Along 
and capitalize he has even to expected to reach $8,000,000 in the entire wall of the modern of 
the extent of naming his firm total sales fice are 350 57-inch black and 
Pictorial Properties, Ine.” Use of photographs, though far white prints. They represent the 
Proof that Kantner’s idea was from a new concept in real estate current listings in hom apart 
sound is evidenced by a glimpse — selling, seemed to Kantner to be ment houses and other income 
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Phe dis 


play is sectionalized, with proper 


properties, and in rentals 


ties in the same area grouped to 
gether 

In the display windows. 1620 
inch colored photographs of out 
standing homes or other properties 
are shown on easels 
part of 
promote 


revolving 
This premium display is 
the firm’s agreement to 
exclusive listings. 

Exclusive properties which have 
unusual interior and exterior fea 
tures are photographed on three 
dimensional color film. The slides. 
usually in sets of 20 to 30. 
shown in an pro 
jection room where the prospective 
buyer comfortably view all 
major features of the property 

All of these pictorial presenta 
tion methods have proved to be 


are 
air-conditioned 


Can 


potent sales aid 

The wall prints, on run-of-the 
mill invaluable to 
both salesman. The 
prospective buyer can turn to the 
geographical section he desires and 


miquir ies. are 


prospec t and 


view photographs of every prop 
erty available in that area. He can 
eliminate all but the most likely 

























erties, Inc 


photographs attract numerous “walk-in” 
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Appealing even to the casual passer-by, Pictorial Prop 
, Fort Lauderdale, Florida, utilizes photography 
to its utmost. Office is open evenings Ull nine because 
prospects 


} 
p Burns 


properties Ihe alesman. at the 


same time, is relieved of driving 
many extra miles and wasting 
many hours in needless showing 
“Because of this process of 
elimination. we seldom have to 


show more than three propertie 
on the average. to any prospect 
says Kantner. “It is for this 
we push our 
files you miles 
Pictorial Properties, Inc.. is 
from “nine to nine 
The 


wall display allow us to 


reason 
slogan. ‘On phot 
save 
open 
rain or shine 

attracting force olf ou 
ucce 

fully operate in the evening,” say 
Kantner If we had 
to show, there would be no point 
in evening hour Although we 
seldom complete any actual clo 


ings at night 
in and look over our offering 
in effect 
thing we 


miahy people Cone 
an‘ 
how them every 
through the 
photograph If thi 


will 


we can 
are listing 
medium of 
whets their interest. they 
come back for daylight inspection 
like best 

advantage of the 
ability to 


of the properties they 

Stull 
vall display is it 
rentals in a 


another 
hov 


Lime 


minimum of 
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One wall of 
black and white photographs of current listings 








] 
tental 


a matter 


are listed only as 


of accommodation, and saving of 


lume is important to sales person 
nel 

The most spectacular results of 
this all-out photo presentation pro 
ram have come from 3-D slide 


taken personally by Kantner. Se 


eral “sight unseen ales of valua 
ble propertie have been made to 
prospects who viewed them only 
through slide \ set of 3-D slide 


fa particular property together 
with a 


interested out-of-state 


sent to 
broker 


Even if 


hand-viewer, 1 
and 
private buyer no actual 
ale results, a confidence has been 
established in the Kantnet 


and an excellent chance of 


firm 
elling 
buyel 


in the Florda 


is in the offing when the 


1 gag ice to 


( pure hase 
area 

Kantner also uses aerial photo 
elling acreage Kither 


staff makes the 
a photographer to se 


graph for 
he or one of hi 
flight 
cure the Ly pe of picture desired 
Aerial photos ol 


many advantage 


with 
acreage show 
toa pro pective 
buyer that a ground-level in pec 


tion would mi 





the Florida firm attractively displays $50 


They 


are grouped according to location and classification for 
convenient viewing by customers 















| KAL, Estate Sales Agents and builders can take a 

tip from the selling philosophy of Seattle builder 
Elmer V. Moss for use when sales bog down. This 
uccessful builder relies on the selling power of his 
kitchens to extent that when start 
slipping behind production he immediately begins 
earching for new kitchen conveniences 

“The kitchen,” Moss says, “is the one room that 
really sells homes. That's why we concentrate so 
much attention on this area.” 

This specialist in the production of unique kitchens 
not only sells houses, he wins prizes in the process 
He has been awarded a gold plaque by the Seattle 
Master Builders’ Association for having built the 
most distinguished home, And he has received seven 
major awards for the best in kitchens, family rooms, 
brick work. exterior woodwork, cabinets, hardware 
tyling, and “gadgets” and conveniences 

The unusual home plan Moss is now using was 
designed by architect Samuel Morrison & Associates 
Its rambling style is motivated by Moss’ 
present “an air of the casual indoor-outdoor living 
o typical of the West.” The different floor plans and 
exterior treatments permit distinctive individuality 

Moss makes dramatic use of charcoal 
white mortar, combined with cedar siding for the 
exteriors of these single level three-bedroom home 
He uses various combinations of random field and 
cut brick and cedar siding, both vertical and 
horizontal and of many types 

Hand hewn blocks, quarried in the 1800's and used 
in Seattle’s cable-car counterbalance, are utilized by 
Moss on exteriors and are carried on inside in the 
massive chimney stack which serves the living room 
the kitchen and the family room 

In advertising the homes,’’ Moss say 
our promotional campaign around the theme of ‘Cob 
blestone ¢ ottage’ and the color correlation of furnish 


such an sales 


desire to 


tone and 


stone 


“we build 


ings and interior walls is themed to this unusual 
stone,” 

To aid sales promotion, Moss had his cabinet shop 
build models of various types of kitchens. constructed 
on a With miniature 
refrigerators and dishwashers installed, the model 
help considerably to sell homes 

“The combination of advertising, supporting pub 
licity and word-of-mouth promotion,” Moss added. 
‘vives the sales results we want.” 

The fast-selling Moss kitchen is L-shaped with 
refrigerator and freezer built in at one end of the 
haking center, On the opposite wall is a barbeque, 
flanked on each side by shoulder high ovens. A few 
steps from the sink is the table range 

“Wherever we can put a kitchen cabinet we in 
tall We color in the kitchen wherever 
possible and we emphasize the built-ins,” says Mos: 

I first began doing this when I discovered the kitch 
en helped me to sell, when sales had a tendency to 
slow down “ 

All kitchen work is finished in the Moss cabinet 
shop No cabinets are built on the job because Moss 
believes his craftsmen can turn out better work at 
lower cost than carpenters working on the job 

Front construction of the kitchen wall cabinets 
offers a “picture frame” treatment which dramatizes 


cale of two inches to a foot 


one tise 


the cabinets, their detailing and the space 


Moss installs fluorescent tube lighting beneath the 
wall cabinets as well as flush type ceiling fixtures to 
spotlight the main working areas of the kitchen 

All shelves are the pull out type. A mixer shelf 
which jumps up for instant use is also provided. For 
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kitchen hardware. Moss design 
drawer pulls made by the Washington Steel Products 
Company 

For appliances, Moss buys built-in 
range units of either Westinghouse o1 
ished in copper. Each kitchen 
copper range hood 

A Formica-topped serving cart fits neatly into 
the otherwise useless area beneath the counter-top 
cooking units. Doors hide the cart from view when 
not in use 

A laminated maple chopping block. removable for 
cleaning, is installed in each kitchen along with a 
planning desk, complete with telephone 

Three vegetable bins are built in beneath the 
counters and a cupboard for kitchen linens is pro 
vided. Electric dishwashers and garbage disposals 
built in. Adjacent to the dishwasher. beneath 
the sink, Moss builds in pull-out shelves in an area 
normally occupied solely by plumbing pipe 

Moss relates his kitchens to the family 
the laundry or the utility area by utilizing naturally 


KITCHEN. 


By KENNETH R. MACDONALD 


uses contemporat y 


ovens and 
Norge, fin 
NuTone 


also has a 


are 


room and 


finished Philippine mahogany and copper hardwar: 
in all 

Entrance courts are partly covered by a wide ove: 
hang of roofline and the charcoal gray of the exterior 
into the interior with a combination of 
Moss is most cautious in select 
In one appealing 
while the 
basi 


is carried 
effective soft colors 
ing effective color combinations 
living room the walls are gold and gray 
carpeting is a luxurious off-white. The 
color scheme usually continues into the dining room 
in the example mentioned accent tones of electri 
blue were used. A charcoal stone planter defines the 
dining area 

Interior finish, including ceilings. is 
wall plasterboard with no trim 

The bedroom floors are oak parquet while the kitch 
en, utility and family rooms have linoleum covering 
on the floor. The entry hall is floored in Vermont 
slate and the living, dining and centerhall areas are 
carpeted over ply wood flooring 

Three bedrooms and two complete baths are in 
cluded to make the home adequate for a family of 
five. The utility room is placed adjacent to the bed 
room wing to save steps for the housewife 

The 1,800 square foot homes (excluding double 
garage) are priced at $36,500, including carpets 
draperies and appliances 

They are built on concrete footings and the floor 
are two by six KD tongue and groove over post and 
beam, while the pitch roofs are built up hot tar with 
granite 

Rockwool insulation is used in the ceiling and they 
are heated by hot air and oil, with an 11-barrel oil 
tank and a plyotron permanent filter and Minneap 
olis Honeywell electronic moduflow temperature con 
trol 


same 


painted dry 
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Make ’em Sell 


When your sales start slipping it might be well to beat 
a path to the kitchen, following the successful pattern 
of Seattle builder Elmer V. Moss. When Moss notices 
sales slowing he turns his ingenuity loose on new culi- 
nary conveniences such as built-in appliances, lighting, 
hardware and cabinets. With combined emphasis on 
attractive, utilitarian kitchens and casual outdoor-indoor 


living, Seattle’s ‘Cobblestone Cottages’ sell a lot faster. 


kitchen cabinets and built-in appliances are two big “musts” in the 
attractive kitchens turned out by Seattle builder Elmer Moss. This 
colorful food preparation area shows both being used to the maximum. 
q 


Casual outdoor-indoor effect of the Moss tamily 
room is provided by dramatic use of charcoal 
stone and white mortar in wall and fireplace 
In selling promotion Moss labels the home 
“Cobblestone Cottage.” 





An appealing charcoal planter defines the dining area 
living room. Extended corner windows contribute to 
spaciousness. Moss uses extreme care in carrying basic 


tones from one room to another 








Utility room is compact but not overcrowded 
It is equipped with all washing facilities 
Moss relates laundry area to kitchen and 


family room by using Philippine mahogany 
and copper hardware in all 
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Exterior of new realty office building opened this year by Ward 
E. Partridge in Pontiac, Michigan, shows huge Thermopance 


Do Salesmen 


Need 


Private Offices? 


This Michigan Realtor says “No!” and shows 


how he provides top facilities efficiently, without 


expense of private othices. 


By DoN NEUMANN 
Assistant Editor 
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window and recessed entrance 
Cypress paneling and attractive brick. 


picture Exterior 


THOL | 1) real estate 


alesmen have private office 
b Thi 


olid “no” an 
Partridge of Pontiac. 

office building 
out his 


often-argued question gets a 
wer from Realtor Ward | 
Michigan. And Partridge 

which opened early this year bear 
the centralized office for 


modern 
belief in 
salesmen 
The 12 Partridge salesmen operate from a general 
killfully designed modern building, each 
having his own desk and telephone. The accoustical 
qualjtie of the new building allow the sales staff to 
talk on the telephone without disrupting conversa 
tions at adjacent desks 
The array of desk 
to a customer coming in the door the impression of 
Partridge told 
chair by hi 
when the 


office in a 


in the general office area give 


- 


bu ine a 
| «if h sale 
sk and another one 
However, 
their customer 


a big has been many 


tire man has a customer 


is always handy need 


Partridge salesmen usually invite 


directly into one of two consultation 
offices where both parties can talk freely 


Irises 


Unique basement coffee-room facilities in the new 
two-floor building are being used advantageously to 
When a customer 

the 


alesman often 


resistance 
talk or transaction 
talemate the uggests a cup of cotfes 
or a coke in the basement refreshment area. Friendly 
of other over a coke usually put 
the customer in 


counter sale seems re 


luctant to when reaches a 


discussion matters 


frame of mind and 
the 
the conversation to the transaction 

Partridge finds the problem of keeping sale 
is best solved by providing them with good facilitie 
In the new building, he reports hardly a week 
by without wanting to 


a more relaxed 


makes for Cassie! when alesman return 


Poiry 
men 


two or three new salesmen 
They 


Partridge does not 


go to work have all been turned down. how 


intend to overload hi 


facilities and spread business too 


ever, for 


thin for his long 


tanding salesmen 
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lhe new Partridge building contains 4,200 sq. ft 
with 2.100 sq. ft. on each floor. The new office be 
came necessary as Partridge and his staff outgrew 
their old quarters at a downtown hotel 

The building is 30’ 76’ on a lot which is 50’ 

234’. The balance of the lot is covered with black 
top to provide ample customer parking 

The building’s modernistic front consists of a huge 
lhermopane window, a ledge rock planter and a re 
cessed entrance 

Unusual construction features of the building in 
clude one wall which is a stack bonded cement block 
insulated wall This consists of a six inch block 
waterproofed on the outside, then a two-inch space 
filled with Zonolite insulation and then a four-inch 
block which is also waterproofed. This assures a com 
pletely moistureproof wall 

Another insulated wall is covered on the exterior 
with a narrow-width cypress siding 

The general office area is lighted by a luminou 
plastic ceiling while the rest of the first floor ceiling 
is Fiberglas acoustical tile. Twelve-inch rubber tile 
squares cover the first floor area (with the exception 
of Partridge’s carpeted office). The front windows 
ire draped with Fiberglas fireproof and moisture 
proof draperies. All woodwork is natural birch. The 
panels were cut and planed at the mill and numbered 
and glued to plywood backing. There are no nails 
in the birch paneling. The glass partitions in the pri 
vate offices are of obscure glass 

Number one conversation topic in the new Part 
ridge office is the basement. consisting of a conference 
room. kitchenette and room. The area is 
well lighted and has an acoustical tile ceiling and 
cork tone asphalt floor. A General Chef refrigerator 
an electric stove, a coffee urn and a large coke ma 
chine contribute to the basement’s flexibility. Natural 
gas is used for heating and a U.S. Airco air condition 
ng system provides cooling 

Regular Monday and Thursday 
held in the basement conference room 
other 


storage 


sale meetings are 
In addition. 
board held 
This is the only area available for further ex 
pansion of the sales staff and it would serve the pul 


pose very adequately 


various real 


there 


estate meetings are 


Partridge operates a general real estate busine 


in Michigan 
and 


specializing in business opportunitie 
properties. Residential 
confined to a local radius of 15 miles. Commercial 
properties are promoted throughout the state. includ 
ing the upper peninsula 


commercial business I 


Huge conference and meeting room runs the entire length of 
light, airy, pleasant basement. Its acoustical tile ceiling and 
cork tone asphalt floor make it adaptable to many uses. 


The Partridge olfice 


crowded 


general area is without being 
Each salesman is equipped with desk and telephone 
Ample lighting is furnished through luminous plastic 


bi 
hes 
a he 
omeant 


lobby 
fireproof 


furniture in the 
buyers. The 


Modern, comfortable 
prospec tive 


reception gieets 


draperies are of momture 


proof Fiberglas and are full wall length 


Adding a touch of home to his new building, Partridge equipped 
a portion of basement area as a kitchenette 
have been 


A number of sales 


closed in this area over a cup of collee or coke 
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By Eart B. TECKEMEYER* 
Senior Member 
Society of Residential Appraisers 


LOCATION 
Listings, More Sales 


You don't have to be a statistician to analyze location. But your 


valuation of any house depends on how well you know the neigh- 


borhood and area. Here are some rules of thumb to follow that 


will help you get better listings based on sound appraisals, 


Y services were once sought 
by the owner of a beautiful 
suburban, stone-veneer home, to 
determine its probable selling 
price in the event they were 
obliged to dispose of it 
The owner was considering ac 
ceptance of a position in another 
city, and disposition of his home, 
which was relatively new. was of 
prime importance. He could not 
afford to sell it hastily or take a 
great loss, because the other job 
was a new venture that would 
involve an income sacrifice for 
possibly a year until he really 
got going in it. Any broker has 
been confronted with the same 
question many times, I am sure 
Why was I called in? Well, be 
cause these owners had seen and 
heard so often about the business 
of “asking price,” “taking price,” 
“offering price,” “what-will-you 
*This article is adapted from Mr. Teckemeyer's 
new book, How to Value Real Estate The 


book is published by Prentice-Hall, Inc., Engle 
wood Cliffs, New Jersey 
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offer price” and so forth, that they 
were fearful. They wanted to try 
to find out by obtaining an un 
prejudiced opinion from someone 
who was not going to be asked to 
sell the property. Their banker 
sent them to me when they in 
quired of him whom to employ 

The survey made 
thing was taken into account 
was a suburban home, about 12 
miles from the heart of the city 
and on a beautiful wooded knoll 
It had exactly the type of plot 
needed to complement the house 
It made a beautiful picture. But 
there was one flaw: /t was located 
in my opinion, away from the 
general trend for suburban prop 
erties 


Every 


was 


These owners, in thei 
to really go suburban to get 
away from dirt. smoke, smog 
traffic, noise and all the rest 
chose a location that did not com 
plement their The 
house, as stated. was beautiful: 


anxiety 


investment 
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well designed and constructed, 
spacious with every latest 
venience; but the general trend in 
the area was not in the direction 
of more houses like it, but actually 
fewer. School facilities were not 
the best. (1 do not mean the qual 
ity of the teaching; I mean avail 
ability of the school and the build 
ing itself It had very little to 
offer families who could afford to 
live in expensive suburban homes 
Not a school at all; just a 
rural school, instead of the typical 
suburban or country day-school, 
which people in those circum 
stances desire and sometimes de 
mand 


con 


poor 


The nearby highway was in the 
process of being 
four-lane, speedway type of facil 
ity to accomodate truck 
traffic. These vehicles clut 
tering up a high-type suburban 
development nearby, and now 
were to be re-routed to the road 
in front of the subject property 


widened to a 


more 
were 


Do you begin to see the point? 
that all trends 
away from bolstering the value 
and salability of this property? A 
property has salability and high 
market value only if it has wide 
appeal to a great number of people 
a wide market. This property 
everything but that. The 
location and area trends 


Do you see were 


had 
trends 

were all in the wrong direction 

lo finish the example: My val 
uation $32.500. They 
istounded, Their investment was 
$40,000, and they hoped, 
of course, to sell for that and 
enough more to pay the expense: 
of the deal. Nothing I could say 
even began to convince them they 
had built too fine a house for the 
location; that people who could or 
would pay their $45,000 asking 
price would want a location where 
the features I outlined didn’t exist 
They refused to believe their loca 


was were 


nearly 


tion deserved such a penalty 
The home was listed and offer 
ed for three month 


alesman 


with one 
econd three 
month another, Finally 
after 11 months of effort, a sale 
was effected. At what price? Well 
the 11-month wait 
also to have the 
lipping 
So much advertising and 


and for a 
with 


unfortunately 
them 
infection of a 


caused 
viru 

market 
howing, so many open-house se 
the silent 
vet forboding intimation in pro 
that “There 
omething wrong, or they 
would have old that 
now.” They finally got 


ions alway ent out 


pective buyers’ mind 
must be 
certainly 
place bry 


29 








$31,500 and had to pay a commis 
sion to the man who finally made 
the deal. 

Now, what's the point? Simply 
this: More attention must be paid 
to the general trends in any area, 
and especially in the immediate 
area in which any particular home 
is located, if our estimates of mar 
ket value are to be as accurate as 
they ought to be. As you proceed 
to a particular property to take a 
listing, and as you are turning 
over in your mind the things that 
go into value, put location and 
area first. Not that it is most im 
portant, but we ought to get it 
rettled first. Otherwise, the house, 
its equipment, design, appeal, and 
everything else will mean very 
little. It’s the old story about 
building a 12-story hotel in the 
middle of a desert. Fine building, 
fine equipment, beautifully ap 
pointed, but who wants it? 

lhe best time to investigate a 
neighborhood, Well, you must 


say, how do you know or find out 
about the community? Just look 
around and keep your mind on 
your business. Instead of that fre 
quent “coffee break.” why not a 
cruise, each day, through the area 
in which you are selling homes? 
You'll always see something new 
The best time to do it is about 
three ‘o’clock in the afternoon, 
when the children are getting out 
of school and returning to their 
homes. How do they look? What 
do the mothers look like who are 
calling for or meeting them? How 
are they dressed? 

Then, in addition to this, take a 
drive through the alleys, if it is an 
area that has them. However you 
do it, get a look at the back yards 
How are they tended? Are they 
full of trash. cans, weeds, broken 
and rusted toys, miscellaneous 
junk? Or do they show evidence 
of pride in ownership? 

Do you think you might get 
some faint idea of the economic 





price. 


at the area 


Points To Remember When Analyzing Location 


1) Charts, graphs and statistics aren't necessary 
mentals, Cities, areas, neighborhoods are always growing, changing, 
moving upward, or receding. Gear your thinking to catch those 
movements, and include them in your valuation estimates to get 
that listing at the right price, so you can offer it for sale at the right 


2) The mislocated, over-built home in any area may seem like a 
bargain, dollarwise, but it is torture to try to sell it at anything 
more than a price which takes into account the penalties for poor 
location and over-building. “Don’t try it,” 


3) Pride of ownership, when observed and given due credit, prob 
ably does more than any other one thing to bolster value and keep 
it up in the face of the factors that tend to retard it. Look around 
not just at the one house you are trying to list and sell 

and note all the things which can be pointed out to sustain your 
sales price when your sales efforts start 


stick to funda 


is the only sound advice. 





1) Be able to explain neighborhood characteristics. Who lives on 
both sides of the house you are selling, and across the street? What 
do they do? How many in the family? How do their children like 
school? Know it all, so your buyer will not have to assume, or won 
der, or find out for himself, This will help you have something to 
talk about something vital when you have said all there is to 
say about the house itself. Remember how you sometimes get stuck? 
Here's something to add to your act that is often overlooked. Use it 


5) Finally, remember that the first step in any valuation, for 
whatever purpose, deals with location, That is fundamental. Dig 
into it first and be sure. You will have made a safe start toward the 
second step analyzing the particular property 








October, 1956 NATIONAI 


Rea Esrari 


status of the owners in an area 
from such observation? Of course 
you will; you can’t help but do so 
Nothing, in my opinion, does 
more to establish and maintain 
values on an even keel than pride 
of ownership on the part of the 
people who live in an area. Lack 
of such pride is an almost sure 
sign of a declining neighborhood 
What are some other signs? There 
are many, of 
stand out 
Physical Characteristics 
an older area 
used 


course, but some 
If it is 
one composed of 
homes the first signs 
usually are physical: lack of paint, 
maintenance, yard care, and the 
like. The shopping area may be 
deteriorating, leaving the com 
munity with nothing but the 
smaller, neighborhood 
compared to the huge, attractive, 
price-saving shopping centers 
Some of the land in the area may 
be in the process of being rezoned 
for different uses. such as rooming 
houses. Perhaps large, old home 
are being revamped into multiple 
units or used for business pur 
poses These Signs are always ap 
parent; they must be taken into 
account 

Taxes: In older areas where the 
new high rates prevail and where 
there has been no equitable change 
in lower valuation, the 
resulting taxes are certainly a 
blight on salability or value in the 
area, Go to the courthouse and 
find out the status of the property 
you are evaluating. Then consider 
whether there is any likelihood of 
changes in favor of the property 
or against it. It is certainly a trend 
to be observed and reckoned with 

Transportation: Availability of 
transportation is a factor of im 
yortance. Not the distance to the 
jus in miles or blocks, but the dis 
tance in minutes to get to it and 
the distance to downtown that’s 
what counts. Do you know about 
that? 

Utilities: What do you know 
about utilities? Are all of them 
available and in ample supply? 
Does the area have sewers, or is 
it served by septic tanks? How 
well do they work? Ask some of 
the people who have homes there 
how their's have been working 
Find out. Take nothing for 
granted. If there are wells instead 
of a public water supply, how 
deep does one have to go? Have 
any of the old ones nearby gone 
dry? Again. find out. Do it by 
asking. Make a real survey of the 
area while you're about it, not a 
half-hearted one 


stores as 


assessed 
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§ b- new customers that walk in your office don’t wear tags 
telling why they happen to come to you. If you were to take 
a poll as many Realtors have you would find that a sub 


stantial number of new customers come to you because someone 


whose opinion they respect has referred them to you 
These word-of-mouth recommendations are important in any 
Successful Realtors business but particularly so in real estate. Your product requires 
a substantial investment — pe rhaps a lifetime of your prospect s 
savings. You don’t have frequent opportunity to demonstrat« 
to a prospect your ability to serve. And the only thing that dis 
tinguishes you from your competitor is your reputation for sery 
ACTIVATE ice your way of doing business. So as a Realtor, referrals on 
word-of-mouth recommendations are vital to your long-range 
SUCCESS 
How do you rate such referrals? First, you must merit them 
‘ but that alone isn’t enough. You might take a lifetime to get 
Referral Business satisfied customers to tell enough people about you. The second 
important step is to stimulate and activate referrals by getting 
om over to the leaders of your community the men and women 
at the head of your local grapevine your leadership quality 
and ability to serve 
The OWNERSHIP program is helping to do this job subtly 
and effectively for leading Realtors all over the United States 
OWNERSHIP impresses upon the opinion-makers of a Realtor’s 
community that he is abreast of the newest developments in real 
estate, that real estate is a desirable long-range investment 
and that he has the ability, integrity, and knowledge to counsel 
wisely on real estate. OWNERSHIP Magazine is available on an 
exclusive franchise basis to one recommended Realtor in a com 


munity 


A Staunch Supporter of This 
Principle is William K. Hamburg 


William K. Hamburg of West View, Pennsylvania, says, “We 
credit our OWNERSHIP franchise as an outstanding contribu 
tion to the prestige of our organization The recipients of our 
OWNERSHIP Magazine have, by a large majority requested to 
be kept on our mailing list. Our buvers are largely procured 
through previous sales and friends. We think OWNERSHIP 
keeps this contact alive and confident 


Typical of the outstanding Realtors who hold exclusive rights 

to OWNERSHIP are: Jordan Realty Co., Florence Alabama 

One of the primary interests of Harry A. Gilbert, Inc., Cambridge, Massachusetts; William H 
Realtor “Bill” Hamburg has been o ; , 

the improvement of real estate Murray, Modesto, California; M. A. Gire & Co., Columbus 

education and practice. He set up Ohio; Kirby Smith Co., Beaumont, Texas; G. H. Fetherlin 

and taught the first real estate Washington, Pennsylvania; David G. Janes Co., Racine, Wis 


course in the Business Training 
College of Pittsburgh and lectures consin; T. J. Hight Agen y, Ine Medford, Oregon 


at state conferences and at Penn 

sylvania University on a variety of 

realty subjects. A graduate of Penn 

sylvania University, he operates his 

own realty agency, specializing in 

north suburban properties of Pitts 

burgh. He has developed four sub 

divisions and owns and manages a 

building firm under the name of 

North Suburban Properties. In ad 

dition to his activities in real estate UNDER ALL 15 THE LAND 
association work, Mr. Hamburg has 

served as president of North Sub- 

urban Multi-List Realtors and the NATIONAL REAL ESTATE AND BUILDING JOURNAL 
local Lions Club, and is a member 


of the YMCA’s steering committees CEDAR RAPIDS, IOWA 


- — 
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Realtor-Builder 
Marvin M. Helf 


By MARVIN M. HELP 
Realtor-Builder 
Cleveland, Ohio 


ASKED our Russian 

this the finest 
in Zaparozhe?” 

He smiled and spoke in Russian; 
the interpreter told us his reply. 
“This is a very street of 
homes.” Politely | agreed that 
these were very nice homes, but I 
was determined to pursue this fur 
ther 

Until Zaparozhe, we had visited 
not one private home. Our delega 
tion of housing specialists had al 
ready been in Moscow, Leningrad, 
Kiev and Minsk. We had been es 
corted through dozens of massive 
ly-built, multi-storied apartment 
buildings; we had toured “palaces 
of culture,” schools, government 
buildings; we had attended gor 


host, “Is 
street of homes 


Stoves like this one are commonly 
found in Soviet apartments. Fuel is 
either wood, coal or, infrequently, gas. 
Stoves resemble our carliest models. 


A Realtor-Builder Views 


Russian Home 


The Russians were extremely reluctant to show their homes, and 


with good reason — for Soviet construction lags far behind Ameri- 


can building in methods, materials and ultimate results. This con- 


clusion is drawn by a Cleveland Realtor-Builder in describing a 


four-week tour to major Russian cities as an NAHB delegate. 


geous banquets and had drunk 
countless ” But 
we had been unable to arrange one 
visit to a private residence 

It almost became a joke Daily. 
with dogged persistence, we would 
remind Mr. Spushnov, our leading 
host, that all members of our 
NAHB delegation were home 
builders. We were pleased to see 
the sights they were showing us. 
but we wished to see homes! 

So in Zaparozhe when we fi 
nally won our point, we were 
startled to find ourselves on an un 
paved, muddy road fronting six or 
eight small houses. High fences 
protec ted each yroperty from the 
road’s mire. Behind each fence a 
vegetable garden filled the entire 


toasts to ~ peace 


Typical Russian kitchen equipment in a 
“modern” Moscow apartment includes 
this sink, No cabinets are provided for 
storage space. Wall plastering is inferior 
and paint quality is poor. 
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front yard. The homes were small 
and unimpressive 


Home Owners 

We taken inside two of 
these houses, one belonging to a 
75-year old Cossack and the othe 
to a retired bureaucrat of consider 
able rank. Each house was a story 
and-a-half structure with a total 
floor space of 750 square feet. The 
cost was 70,000 rubles. Only sem 
blance of “luxury” was an electric 
refrigerator in each home. Even 
an icebox is by no means common 
in the Soviet Union 

I could hardly believe that after 
all our prodding and pleading, our 
official guides would show us an 
achievement of such unimposing 
caliber. “But you must have streets 
of homes finer than this,” I per 
sisted. 

“Oh, yes 
streets.” 

“Then why can’t we see those? 
I was honestly perplexed 


were 


We have much fine 


After considerable interpreta 
tion in Russian and English, it be 
came apparent that the “finer 
streets” were the main boulevards 
of multi-storied apartment build 
ings which house 85% of the 
Soviet Union’s city dwellers. If 
fine streets of privately-owned 
homes do exist, our hosts did not 
choose to take us there to pay a 
friendly visit 


Endless Apartments 
The “finer endless 
apartments we had already 
and continued to see in every city 
on our itinerary. They constitute 


90 to 95% of the concerted hous 


streets” of 


seen 
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Building 


ing program. There are obvious 
reasons for the emphasis on apart 
ment construction. After World 
War II’s destruction of Russian 
cities, the government faced a 
staggering need for 25 million 
housing units. Buildings five, eight 
or even ten stories high offer the 
maximum opportunity to put roofs 
over heads, Furthermore, city plan 
ning designed to support the Soviet 
economy makes regimented apart 
ment dwelling a prime requisite 
And finally, the vast majority of 
Russian families could not hope 
to purchase an individual home, 
so renting an apartment is their 
only means of housing in any case. 

It must be said that the Russian 
government made colossal 
strides toward meeting the housing 
needs. It must be said, too, that 
the performance has been ineffi 
cient and wasteful; that housing 
construction, though structurally 
sound, is of poor quality in almost 
every respect, and the lack of 
accommodations be 
peaks the very low standard of 
living in the U.S.S.R. There is a 
hocking shortsightedness in man 
agement that increases cost 
decreases quality. Workmen 
proper tools. What is worse, 
lack skill. Materials are far 


has 


necessary 


and 
lack 
they 
from 


Loss of manpower during the war is cited as the reason why 
women perform 319% of all construction labor in Russia, even 
heavy construction of hydroelectric plants and similar projects. 
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Obviously, the finished 
proc uct must be less than a total 


SUCCESS 


adequate 


We found very often apartment 
buildings require major repair 
even before construction is com 
pleted. And no wonder! Early in 
the building process, stairways are 
built without protection for the 
concrete steps, millwork is install 
ed with no covering to protect 
from damage during the heavy 
construction process. It comes as 
no surprise that the steps are 
ruined by workmen, that floors are 
splintered and gouged, that door 
ways are defaced. New bathtubs 
invariably are chipped and crack 
ed by careless handling in the fac 
tory. en route and in final installa 
tion. Not even paper covering 1s 
used to protect the finish. These 
conditions are not the exception, 
but the rule. 


Material Deficiency 

serious is the defi 
ciency of materials. Brick in use 
has a tendency to be soft and 
structurally weak, and must have 
a surface application of cement 
stucco, A silicate brick is also used, 
but this bruises easily and chips 
at the edges. Often the joints are 
not well-filled, and serious trouble 
develops 


ven more 


Shortages of metals remain a 
problem Copper is not available 
for plumbing, so ferrous iron 1s 
commonly used, This and 
deteriorates quickly 

The greatest lack, perhaps, is in 
skilled workmanship, The loss of 
manpower during the war is cited 
as the cause, and it is true that 
31% of all building labor must be 
performed by women, even heavy 
construction of hydroelectric plants 
and similar projects. Regardless of 


rust 


program turns out 
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this fact, the slipshod workman 
ship cannot be excused. The ap 
prentice program is generally 
weak. No standards of profi wency 
are set and quality workmanship 
is not encouraged, A journeyman 
is turned out in ten months of 
“training.” 

It should be 


types of 


noted that not all 
construction suffer the 
same shortcomings. We realized 
immediately that institutional 
buildings such as government office 
structures and popular “palaces of 
culture” were far better built than 
residential housing 

Soviet officials are aware of the 
imperfections of their building 
Prefabrication seems to 
chosen solution. Prefab 
pre-stressed concrete panels with 
exterior brick already attached are 
gaining popularity, These 
about four by nine feet large and 
are placed into position by huge 
Prefab 
core floor slabs, beams and columns 
And even interior walls 
of prefab concrete treated with 
gypsum board or plaster are used 


program 
be then 


cranes concrete hollow 


are used 


Local conditions determine the 
selection of materials, but in effect 
all housing construction through 
out our tour seemed of a set pat 
tern. The Academy of Archite 
ture specifies building plans and 
these are followed scrupulously 


Endless Apartments 
Everywhere we went, we 


multi-storied 


saw 
groupings of 
ments of 


apart 
SamMeness 
The typical building in Moscow 
had 228 suites 
room 


monotonous 


two or three 
Ceilings were about a foot 
and-a-half higher than ours. Walls 
were papered in large, dull floral 
patterns, with 


of one 


joined 
but overlapping. Paint quality was 


seams not 


Lack of skilled workmanship, proper tools and adequate ma 
terials are top Soviet construction problems. 


journeyman alter ten months’ training 








Realtor Views Russian Home Building — (Continued from page 33 


Plastering was inferior 
Floors were soft wood coated with 
floor paint than finished 
with varnish or shellac. The kitch 
en had a small sink, no cabinets, 
neither refrigerator nor icebox. 
The stove, if gas, resembled our 
earliest models. In some sections, 
the stove burned wood or coal 
There were no closets. The bath, 
or very likely the suite itself, was 
shared with another family. Few 
buildings had incinerators, Base 
ment storage was seemingly not 
used; we suspected the area was 
reserved for a possible bomb shel 
ler 

We saw no garages. There are 
an estimated half million autos in 
all the U.S.S.R. s0 garages are not 
commonly needed 


\* or 


rather 


Elevators are found in buildings 
five or more stories high. Residents 
of other buildings climb the stairs 
I saw bikes parked in third floor 
hallways, obviously dragged up 
the stairs by the child or adult 
lucky enough to own a bike. 

[his is shelter for most Russians 
City planning has made the sys 
tem convenient, All facilities are 
vithin a small area; residence, 
shopping, child care may be under 
one roof or adjoining roots. Schools. 
parks, entertainment and even 
work are close by. This prevents 


overtaxing public transportation, 
which appears quite adequate un 
der this planning 

Parks are a source of special 
pride, with as much as 60% of an 
acreage set aside for this 
purpose. Since the concentration 
of humanity is 125 to 200 persons 
per acre, parks are a dire necessity 


area § 


Home Owners 

As has been noted, few Russians 
live in their own homes. People 
who live in houses are generally 
older families who have accumu 
lated a lifetime of savings to meet 
0% of the purchase price. A fam 
ily of four can buy a house with 
about 400 square teet of space for 
42,000 rubles, or roughly 310,500 
Financing for half the total cost 
is available, with a ten-year in 
terest rate of only one or two per 
cent. But the down payment would 
be almost three years salary for 
the average worker. 

Assuming he could meet all re 
quirements, a would-be home 
owner must apply for permission 
to the Ministry of Construction 
His home would be of the log 
cabin variety, located either in a 
small town or in the countryside. 
He would select one of a very few 
standardized plans, and his home 
would be built by a Cooperative 
Trust. Although we heard contra 


dictory versions, we gathered that 
his house exceed a set 
footage per individual inhabitant, 
and that restrictions are placed on 
style and accommodations. We 
also gathered that obtaining per 
mission to build depends on an 
individual’s status in his trade 
union or on his job; seemingly, an 
unsatisfactory comrade 
get the needed permit 

If, like the elderly Cossack and 
retired bureaucrat whose homes 
we visited in Zaparozhe, a Ru 
sian culminates a lifetime of work 
and hope by owning a modest little 
house of his own, he finds that it 
is still not quite his. Although he 
may sell his house, he cannot 
transfer of the land 
There is a subtle element of strings 
attached which in practice 
not be quite so subtle 

After a month of seeing how 
another people live, our delegation 
came home. I returned to my busi 
ness of building homes for average 
families in the Cleveland area. I 
have always enjoyed my 
sion as a builder of homes... I've en 
joyed the opportunity to offer not 
only shelter, but comfort and hap 
piness to thousands of families 
My journey to Russia taught me to 
honor and enjoy my profession a 
never before 


may not 


does nol 


possession 


may 


profes 


Brokers Gain New Support for Trade -Ins— (Cominued from page 21 


the trade-in FHA will 
issue the lender a firm commit 
ment in your name for a term of 
four months which permits any 
interim financing necessary. If, 
however, you do take title to the 
house, an FHA insured mortgage 
of $7,700 is available 

From the $10,000 proceeds of 
the sale of the smaller home your 
customer can pay his $7,000 mort 
gage and use $2,600 of the remain 
ing $3,000 for a cash downpay 
ment on the second home. You 
can then make whatever repairs 
are necessary to bring the smaller 
home up to FHA livability stand 
ards and put it on the market. You 
may rent it until a qualified buyer 
is found 

The Sales Potential 

The system of trade-ins is, as 
previously mentioned, not novel 
with real estate brokers. Many 
brokers have taken title to older 


program 


$4 


houses to make sales on newer or 
larger ones However, widespread 
use of the trade-in idea has been 
restricted because the cash equity 
required of a broker was too great 

It is inevitable that trade-in 
sales will now be used on a wide 
scale. Ten good years of selling to 
‘new home” buyers have tran 
spired, Now, many of these exist 
ing small homes will be traded in, 
brightened up, refinanced and sold 
to in-coming families and retired 
couples. This you a chal 
lenging opportunity. Sale of exist 
ing homes through this trade-in 
plan will make profits for you and 
will, in turn, create a great market 
of new home buyers. If you have 
the vision to successfully advertise, 
merchandise, finance and sell to 
this trade-in market you will have 
a tremendous advantage in exist 
ing home business 

You may need financial assist 


offers 
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ance at the outset if you are actu 
ally going to take title to the 
traded-in house, but it should not 
be difficult to establish a line of 
credit when the program gets roll 
ing in earnest. The FHA will 
issue a commitment not only on 
the value of an existing property 
but will include in the insured 
mortgage the cost of judicious im 
provements 

Also, in this expanded home 
trading plan, the FHA will speed 
up appraisals, giving trade-ins top 
priority so that all paper work will 
be done in less than two weeks 

The average person who might 
be in the market for a more de 
sirable house may need only to 
have the way pointed out to him 
If you enthusiastically merchan 
dise and sell your trade-in plan 
you can create a profitable and 
constructive market that otherwise 
would not exist 
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Kensington Industries 
Montreal, Canada 


John D. Hastings 


Westport, Connecticut 


Wilmington Real Estate Board 
Wilmington, Delaware 


The Beecher Agency 
Portland, Maine 


Wm. H. Lyon 


Lexington, Massachusetts 


Cheel Construction Co. 
Ridgewood, New Jersey 


Ralph Schley 
Rockville Center, New York 


Robert F. Garvin 
Beaver, Pennsylvania 


Hamilton & Co. 
Anniston, Alabama 


Knight, Orr & Co. 
Jacksonville, Florida 


Alley, Rehbaum & Capes 


Clearwater, Florida 


Sherman & Hemstreet 
Augusta, Georgia 


Margaret J. Duniley 
Bethesda, Maryland 


Anthony & Anthony 
Shelby, North Carolina 


Vhoenix Federal Savings & Loan 
Muskogee, Oklahoma 


Hardee Pipkin Construction Co. 
Dallas, Texas 


Frank R. Rundell 


Austin, Texas 


H. D. Olson Co. 
Waukegan, Illinois 


State Trust & Savings Bank 
West Chicago, Illinois 


Griffin Realty Co. 
St. Charles, Illinois 


L. I. Combs & Sons 
Gary, Indiana 


Mettel Realty & Investment Co. 


Dubuque, low. 


Bontz Construction Co 
Wichita, Kansas 


Louis 8. Kreider Co 
Youngstown, Ohio 


Henry Burwinkel 
Norwood, Ohio 


Pioneer Builders, Inc. 
Milwaukee, Wisconsin 


Secrest & Fish, Inc. 
Whittier, California 


Monarch Lumber Co. 
Great Palls, Montana 
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“We felt complimented 


when our firm was selected to sponsor 
PERFECT HOME in our community,” 


says Realtor Russell LeGore of Vineland, New Jersey. 


“We are convinced,” says Mr. Le 
Gore, “that the good will created 
by Perrect Home has contributed 
to the prosperity and growth our 
firm has enjoyed. Several of our 
clients preserve every issue of 
Perrecr Home in leatherette 
binders and pass them around to 
their friends and neighbors. 

“The fact Perrecr HOME ts 
widely read is evidenced by the 
many requests we receive from 
non-subscribers for specific Per 
rect Home plans and editorials.” 

Leading realtors across the na 
tion express similar enthusiasm 
for Perrect Home. Warmth and 
hospitality sparkle from its pages 
where both editorial and pictures 
carry the message of quality and 
discrimination, Sponsors of Per 
rect Home are marked as im 
aginative, service-minded com 
panies to whom home owners and 
buyers can turn with confidence. 
Costs are nominal, being spread 
among the selected, reliable local 
firms who are invited to partici 
pate in the program and who 
share in the enthusiastic good will 
created by Perrect Home. 

A limited number of annual 
renewable franchises are available 
on an exclusive basis to establish 
ed highly reputable organizations 
If you are interested, adaress your 
inquiry to: 


Since entering the real estate business 
as an office boy in 1924, Mr. LeGore 
has expanded his operations to include 
home building, mortgage lending, 
property management and appraising, 
as well as residential and farm sales 
in five south Jersey counties. Mr, Le 
Gore is a charter member and Past 
President of the Cumberland County 
Board of Realtors and served for nine 
years on the Executive Committee of 
the New Jersey Association of Real 


Estate Boards 


STAMATS PUBLISHING COMPANY 
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KNOW WHAT YOU'RE SELLING — 1 


By FRANCIS ARMIN 


National Adequate Wiring Bureau 


New York City 


ILLIONS of dollars have been 
spent in recent months by 
the electrical industry, and mil 
lions more will be spent in the 
months ahead, to remind the pub 
lic that it takes full Housepower, 
provided by Adequate Wiring, in 
order to “Live Better Electrically.” 
As a result, prospective home buy 
ers are asking more and more 
about electrical facilities. And they 
expect real estate salesmen and 
builders to know the answers 
To tell a prospect, “Of course, 
it’s adequate! It was passed by 
the inspector!” is no longer suffi 
cient, The public is learning that 
compliance with the National 
Electrical Code, or any variation 
of it, is no guarantee the system 
will provide sufficient HOUSE 
POWER to meet both present and 
future needs, 
Codes are standards of safety 
The inspector's OK assures only 


Adequate Wiring 
Helps You Sell 


that the installation has been cor 
rectly installed. Very few 
require service entrance or cir ult 
capacity beyond that needed to 
serve a bare minimum of electrical 
necessities 

Just what is 


codes 


adequate wiring? 
The electrical industry, through 
the Industry Committee on Inte 
rior Wiring Design, has establish 
ed standards of wiring design. A 
wiring system which meets these 
standards will be adequate to serve 
most commonly used electrical 
equipment, and can be expanded, 
at minimum expense, to serve ad 
ditional appliances which may be 
added in the future. These stand 
ards are set forth in detail in the 
Residential Wiring Handbook, 
available through electric utility 
companies, or at 25¢ per copy 
from the National Adequate Wir 
ing Bureau, 155 East 44th Street, 
New York 17, N.Y. The accom 


The electrical capabilities of a home can be most easily determined by viewing the 
service entrance equipment. This chart shows what obsolete, minimum and adequate 


service entrances look like. As chart 


indicates a 240 volt 


service entrance with 60 


amperes’ capacity would require alternation to handle all major appliances. 





50 AMPERE‘ 


ame 
ruse tere 
ones vente 


i ber vice 
Batrence Lav pment 
Seebs ober! 
Whe ony of hove 
trmeae 
” amr 
paaeene Or 
ame Onean 
An OO AMM CCT 
rare 


Premem, 1 600 Wer, 








errs 
ane Bancn Cacut 


. 
AMO WR AMLM CmCur! 
’ 


60 AMPERES 100 AMPERES 


240 Volt ‘ 


MINIMUM ADEQUATE 


a 
ruse rere 
omemen OM 6 
mm ventem 


rare 


anti 





24.000 Warr 





panying charts are digested from 
these standards and can be 
as basic reference material 

Despite the public’s growing 
the state of its wir 
ing, a wide technological gulf still 
exists between the average home 
seeker and the trained electrical 
technician. In 108 repre 
senting approximately half of the 
country’s 45 million wired homes 
the electrical industry will certify 
homes whose wiring systems meet 
approved adequacy standards. In 
such cases, the certificate of wiring 
adequacy and the certification 
label on the main service panel 
are evidence the home has ample 
Housepower 

Many homes. 
ample capacity at the service en 
trance and adequate branch cu 
cuit capacity but do not quite meet 
all the requirements for certifica 
tion. A “Housepower Rating.” ob 
tainable through an electrical con 
tractor or the utility company. 
provides a quick picture of a 
home’s electrical capability 

It is not necessary for either the 
real estate salesman or his prospect 
to engage in a bewildering techni 
cal discussion of wire sizes, 
volts, and the like, when a 
Housepower rating is available 
The Housepower rating sheet tells 
at a glance, what electrical items 
can be immediately, and 
which ones can be added by ex 
tending additional branch circuits 
but without expensive alternation 
of the main service entrance 


used 


concern over 


areas, 


however. have 


am 
peres., 


used 





This article is the first in a 
series to help you and your 
salesmen get full advantage 
from product and construc- 


tion sales features. 
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“Adequate Wiring,” “House- 
power,” and how to “Live Bet- 
ter Electrically” are widely pub- 
licized slogans. Buyers want to 
know what they mean. Here are 
some basic facts to help you sell 


residential electrical features. 


Virtually all new homes built 
during the last ten years have 240 
volt service available at the main 
service entrance. A great many 
older homes, however. may. still 
be served from two-wire services. 
which limit them to the use of 
lighting and 120-volt appliances 
Such wiring systems are definite 
ly obsolete by today’s standards 

However, the mere fact that the 
home has a three-wire service en 
trance (providing both 120 and 
24) volts) is no guarantee of full 
Hou epower. As ‘indicate 1 by a 
companying chart “A”, a 120/240 
volt service entrance Sse ee only 
60 amperes’ capacity would have 

be altered almost immediately. 
hould the occupant wish to use 
more than a couple major appli 
ances 

\ Housepower rating will define 
the situation easily and graphical 
ly, in terms of the buyer's own 
electrical needs and desires. Its 
availability is a key sales aid for 
the real estate salesman 
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This Housepower rating sheet offers a simplified method of “rating” the 
wiring system whether or not the home fully meets adequate wiring stand 
ards. It tells what electrical items can be used efficiently, conveniently and 
safely. And what will be gained by investing in more wiring 
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Once dreamed of clectrical appli 
ances are now becoming reality and, 
of course, necessitate a realistic 
wiring approach, This chart ex 
plains how each room in today's 
modern home has electrical re 
quirements all its own 
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Reach All 65,000 — for as little as $35 


The National Real Estate Marketplace 
A New Service to Help You 
Sell More, Lease More, Exchange More 


Kor as little as $35, you can advertise any property to more than 65,000 
Realtors, property owners, chain stores, industrial organizations, insurance com 
panies, and other investors 

Here’s how the National Real Estate Marketplace works: Send us the in 
formation (and picture if desired), on any property for sale, lease or exchange 
to out-of-town eat You must be willing to pay commission to cooperating 
brokers 

Your advertisement will be featured in the National Real Estate Market 
place of the JOURNAL, and at no extra cost it will be featured in the quarterly 
National Real Estate Marketplace Bulletin. Each quarter, the Marketplace 
sulletin, including all the advertisement-listings appearing during that quarter 
in the JOURNAL, will be mailed to every Realtor in the United States more 
than 58,000 plus the leading industrial organizations, chain store organiza 
tions, insurance companies, and other real estate investors 


All this at revolutionary low rates! 
: MARKETPLACE RATE SCHEDULE 
The cost of the Marketplace service 1s exceedingly : aa One Three 
low, Yet, when your advertisement-listing appears Size (in inches) Time Times 
in the JOURNAL, it will also appear in the Market 3%” wide x 14" high $35 $30 
place Bulletin for that quarter at no extra cost 3%” wide x 2%" high... $45 $40 
3%” wide x 3” high... 55 $50 
7 
x 
7 


& Wh 3 
Dama @* 
o 


Your offering will have month-long impact in the 
JOURNAL, Marketplace, plus sales action for a full 
three months through the Marketplace Bulletin! 


3%” wide x 3%” high... $65 $60 
4%," high $75 $70 
5%” high $85 $80 


Oo 
on 


3%” wide 


PARAS = 


™S 


3%” wide 


Fill out the coupon at left and attach copy for your 
Nationan Rear Estare ano Burtoine Jounnat advertisement-listing. It will appear both in the Na 
27 Sixth Avenue S.E tional Real Estate Marketplace section of the JOUR 
Cedar Rapids, lowa NAL and in the Marketplace Bulletin to 65,000 Real 
tors and investors at one low rate. A proof will be 
mailed to you prior to publication. Cost of engravings 
will be billed to you at publisher's cost 


Name 
Company 
Address 


City —_— ) See advertisement - listings 


Size of advertisement 


on the following pages 


Picture enclosed 
Please chec k 


for suggestions 
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VIRGINIA CATTLE RANCH 


700 acres range and crop land in rolling, well watered 


farn ing area near NM ddleburg about 45 miles fron 


Washington. Modern house, tenant house, barn: 


Asking $180 per acre Adjoining farm availabi 


JOHN ALLEN JOHNSTON 
Broker at Leesburg, Virginia 





MOTEL SIX units 

ing; brick construction 
tS. Highway 16, gateway to Northern 
Northwest United States; each unit 
laxes and heating only $400 each 


completely modern; terrazzo floor 
full basement; '4-mile from new 
and 


$1200 


Wisconsin 
Riosses Ove! 
yearly [his 4 year old 
motel plus completely modernized home adjacent to motel 
priced together only $19,500. Terms 56°) down mortgage 


will be taken by owner. Golden or portunity for right party 
oO Write Now for Appo nt ent 
FITZGERALD REAL ESTATE COMPANY 


107 North 3rd Street Phone 2378 
Watertown, Wisconsin 





LEASE OR SALE 
Do you want a beautiful Country Estate and self support 
Pine Lake 
Superb 
Milwaukee 


mechanized 


ing farm on shore of exclusive 


Village of 


swimming, 25 


in highly re 
fishing 
Cattle feeding 
highly efficient 
\dd milking parlor and milk 300 
buildings and machinery 


stricted Chenequa? boating 


miles west of 
operation completely 
handles 400 beet cattle 
cows. Extensive % hay keepers 
} corn cribs all conveyorized 


SOO 


» Silos 150 acres with long 


fulfillment of a 


term lease on adjoining acres. Ihe 


life-time dream 


A. C. FIEDLER 
5109 N. Cumberland Milwaukee, Wisconsin 
Phone WOodruff 2-9447 





Office Building Location 
Brookline, Massachuetts 
near Boston Line 


320,000 square feet with 745 feet frontage on busy 
Route 9. Site of unusual beauty, utility and advertis- 
ing value. Perfect for your New England office 
headquarters. Will subdivide. Sell or build on lease- 


back 


For information: 


LAURENCE L. Donanue, Vice President 


R. M. BRADLEY & CO., INC. 


622 Hammond Street 


Brookline 67, Massachusetts 
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IN JAMAICA~— the islana 


with a big present for you 
—and a bigger future 


Ae 
~w 
ALEXANDER 
s 


GREENWOOD~— a new, 200-acre development of residen 
tial sites, shopping center and private, community beech. Only 20 
minutes from Montego Bay on main road to Falmouth. Lots from 80! 
x 180' up, each with full beach privileges. Elevations from sea level to 
350 feet. Water mains, electricity, paved roads, parks and beach 
development all being provided. Prices from $1,000 with easy terms, if 
desired. Here is the real opportunity for your clients to get in on the 
Montego Bay-Falmouth boom. Write for prospectus 


U. S. Brokers fully protected on this or any other Jamaican 
property bought or sold through us—residential, business, acreage, 
income property or straight investment. We cover, serve and know 
every port of the island. 


C.D. ALEXANDER 
REAL ESTATE + LAND PLANNING 


REAL ESTATE CONSULTANTS 
54 Duke Street, Kingston, Jamaica, B. W. I. 


From a lot to a great deal... : 
Half an acre or hundreds of acres 


AN UNUSUAL PROPERTY 


for office, clinical or fraternal 
purposes 











Only seven blocks from the 100% business district of Terr 
Haute, with grounds covering a full half city block, this dis 
tinguished property includes a 14-room main building and a 
rear building with five-room apartment and five-car garage 
Rooms of the main building are well-arranged for general 
office use, and both buildings are of masonry and steel in near 
perfect repair. Features include passenger elevator 
trance hall with marble walls, three baths on second floor 
bath on ground floor and in basement 
ipartine rt 


main en 
half 
and full bath in garage 
Heat is by zoned-control steam system 

» would be pleased to cooperate with an 
broker on a 50 basis of our 
nission if the 


licensed 


authorized 5 com 
property is sold through them 


Taxes, payable 1956, are $2,484.18 
Authorized sale price: $100,000 


NEWLIN-JOHNSON CO. INC. 


404 Ohio Street Star Building 
TERRE HAUTE, INDIANA 


1956 
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MEMPHIS, TENNESSEE 
RIVER and RAIL PLANT SITES AN UNUSUAL INDUSTRIAL PROPERTY 


ON THE MISSISSIPPI RIVER 
WITH A 50 MILLION DOLLAR STILL WATER HARBOR 


@ Center of the Mid-South 
@ Convenient to Serve Seven States With More Than 


a Two Billion Dollar Commodity Consumption 


@ 3 to 50 Acre Sites With All City Utilities and 
R.R. Tracks at Low Reasonable Prices 


@ Sale-Lease-Build to Suit 


© Broker Fully Protected PLAINVILLE, CONNECTICUT 


Woodford Avenue, fireproof brick, four story build 
E. O. BAILEY & CO. INC. REALTORS ing. Ideal for Shopping Center. 42,000 sq. feet of 
INDUSTRIAL SPECIALISTS space, 12 acres of level land area around building 

128 Monroe Ave. Memphis, Tenn. 1. D. Phone JACKSON 5-148! Landscaped, complete sprinkler system, city water 
and river for process water on property. Boiler house 





with two oil fired high pressure steam boilers. Three 
phase service supplied by Connecticut Light & Power 
DRY CLEANING PLANT Company. RARE OPPORTUNITY. Authorized sale 
Equipped with the latest type machinery (petroleum), price $110,000, IMMEDIATE SALE OR LEASF 
modern plant, good lay out, has fur storage vault, one LONG TERMS. 
truck and one store in shopping center, Sales average 
$100,000 per year, five year record, Capacity for greater 
volume. Buildings leased. Located in a progressive city 
within 50 miles of Evansville. Sacrifice price: $69,500 


Reasonable terms to qualified buyers RUSSELL a DEMARCO 


Real Estate Agency 607 Main Street 


STAN HEUGEL, REAL TOR Meriden, Connecticut Phone Beverly 5-7113 


11 8. BE. Third Street Phone HA %-3165 
EVANSVILLE, INDIANA 


ALL LICENSED BROKERS PROTECTED 


Exclusive Listing 








For Rent - $750 Month... 


100% location, Space now occupied by shoe com- 
pany but available on 60 days’ notice. Size — 18h’ x 
63’ — (aprx) 1165 sq. ft. with 12’ working ceiling 
and a 15’ x 18’ storage balcony. 


Base rent (3 to 10 yr, lease) — $750 mo. plus sales 
percentage depending on type of business. APARTMENT HOUSE (608) 
Heat & Air-conditioning included, but tenant pays 965 Avenue C., Bayonne, New Jersey 
maintenance & all utilities, 50’ x 100’; $20,000 over mortgage. (Mortgage, 28 
years, $125,000, 4% interest and 142% amorti 


Pedestrian Count — 9 to 5 daily except Sat. & Sun 
vation.) 


& not Dollar Days — 16,461 — which is highest 


Exterior of the 3-story, 5-year-old building is 
in Sioux City. 


new brick. It has colored tile baths, modern ap 
For further information — Write, wire or call... pointments in its 17 units. 


BUCKWALTER COMPANY C. B. Snyder Realty Co., Inc. 


514 Nebraska Sioux City, lowa 





61 Newark St., Hoboken, New Jersey Phone: SW 2-3800 
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\n Advertising Service for outstanding properties for sale, lease or exchange. 


Realtors with interested clients are invited to contact these companies, 





MOTOR COURT AND OFFICE BUILDINGS 


14 rental units and two office buildings in Eldorado Springs 
southwest corner of Missouri on U.S. Highway 54, direct arterial 
between Chicago and El Paso. Inviting location one block from 
business district. Total rental capacity yields $850 per month; 
office space and 8 units permanently rented at present. Age 
forcing owner to sell court, office buildings, furniture and all 
operating equipment for $35,000. Terms can be arranged at 
$10,000 down and $100 per month 


FRANCIS O. COPE 


Nevada, Missouri 





3,500 Acres In Booming Arizona 
For Commercial or Industrial Development 


Located midway between Tuscon and Phoenix, on the 
main connecting highway, this 3,500 acres on three 
ranches is also served by the main line of the Southern 
Pacific Railroad and Arizona Public Service's new 
Saguaro power plant. Property includes registered land 
ing field for planes, subdivided town with water and 
gas lines installed, two modern duplexes, a lovely four 
bedroom home and a small furnished hotel with eight 
sleeping rooms and dining facilities for 48 persons. A 
substantial portion of the acreage is under cultivatio: 
and there are a number of wells now operating for ir 
rigation and domestic use. 


With more than one-and-a-quarter miles of highwar 
frontage there is tremendous opportunity for commercial 
and industrial development 


Phe total package has a fair appraisal value of more than 
$450,000, yet the total price, including all improvements, 
is only $300,000. $100,000 down, with convenient terms on 
balance. 


The ORIGINAL Phoenix specialist in 
commercial and industrial exclusively 


JAMES G. BOWEN, REALTOR 


SIR, CPM 
196 N. Second Ave. Phone Alpine 8-2665 
Phoenix, Ariz. 


BIG SPRINGS RANCH 


Chico (Butte County) California 


3,697 acres deeded land at $30 per acre plus 501 
acres le ais d Ss room modern home } room ue st 
cottage, other bldgs. Two fine fishing streams, hun 
dreds ol deer Sec luded Ideal stock ranch and pr 
vate fishing and hunting estate. Perfect climate 
1.200 to 2.400 ft. elevation 


Total price $110,000.00 
Write for brochure and brokers deal 
WILL TRADE 


FRANK MACBRIDE, JR., Realtor 


2101 Capitol Ave. Sacramento, California 











ARKANSAS NIGHT CLUB 


ee 
aT ww 
Situated on seven acres of land, with 0 [t. frontage on State 
Highway 7, the Rebel Night Club is the largest in south Arkansas 
juilding has 6.786 sq. {t. of floor space. seating capacity for 401 
people, and 1,200 sq. ft. for dancing. Six rest rooms, three-room 
living quarters, and large. fully-equipped kitchen with side service 
room for curb trade. Adjacent to Smackover, in the heart of the 
Smackover oil field, the club has city water, natural gas and all 
other conveniences, Sales price 0.000. Brokers fully protected 
and a ten per cent commission 


EL DORADO REAL ESTATE CO. 
205-206 Masonic Temple El Dorado, Arkansas 








NATIONAL REAL Estate anp BuILpING JouURNAL 


MOTEL 


EUREKA, CALIFORNIA 





Are you looking for a good motel in a fool 
proof location? Here is one practically new, 
well-established and with an annual gross 
over $50,000. Retiring owner will accept 
$50,000 down in cash, first trust deed or 
good income property. For pictures and 
full information, contact 


FLEISHER & SPAIN 


REALTORS 
Richard Fleisher Robert F. Spain 


SCOTIA, CALIFORNIA 


To Sell, Lease or Exchange... 


advertise any property in the National Real Estate 
Marketplace. For as little as $35, your ad will appear in 
the Marketplace and at no extra cost will be reprinted 
in the quarterly Marketplace Bulletin, sent to 65,000 
Realtors and Investors, ready to cooperate in getting 
your property sold 


Marketplace Rate Schedule 


Size (in inches lirmne 3 Times 


wide x 14" high $35 $30 
high x 2%" high $45 $40 
‘ wide x 3 high $55 $50 
wide x 3%" high $65 $60 
wide x 4%" high $75 $70 
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Sixth Avenue 5$.E. Cedar Rapids, lows 
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A huge van rolled out of La- 
fayette, Indiana, Sept. 11, proudly 
proclaiming on its sides “The 100,- 
000th National Home.” Its cargo 
was destined for Fort Wayne, In- 
diana, to become the home of the 
Richard Elliott family. In a span 
of 16 years, National Homes has 
wefabricated 100,000 assembly-line 
com to stand as one of the great- 
est names in home building and 
one of the 500 largest U.S. com- 
panies in sales and earnings. This 
100,000th home was built by Ralph 
L. Shirmeyer, the first National 
Homes builder-<lealer to be fran- 
chised outside of Lafayette. Since 
1941, he has built 2,500 National 
homes. 


Do you know when home seekers 
start out to find a house location is 
as much or more important than 
any other feature to 38% of them? 
About 20% 
of a particular size 


are looking for a home 
About 25% 
secking a satisfactory price 


are 
I hese 
facts are from a government publi 
cation called “What People Want 
When They Buy a House Pre 
pared for the realtor by the Hous 


ing and Home Finance Agency, the 
126-page brochure was published 
by the Office of Technical Services, 
Commerce Department. It's avail 
able from the OTS office for $3 


Here is a telephone check list 
or score index you might bring to 
the attention of your salesmen, and 
it’s good for the office secretary, 
too: Do you answer promptly? 
Greet the caller promptly? Identify 
yourself properly? Explain waits? 
Leave word where you are going? 
Ask questions tactfully? Take the 
message? Signal the operator slow- 
ly? Know the number? Ask if con- 
venient to talk? Speak in a natural 
tone? Visualize the person? Say 
“thank you” and “you're welcome?” 
Listen attentively? Use the custom- 
er’s name? Apologize for mistakes? 
End the call properly? Replace re- 
ceiver gently? How do you score? 


Folks who move into homes sold 
by a thoughtful realtor in Pleasant 
Hill, California, are 
startled to discover their new neigh 
awaiting them. This realtor 
sends a letter to each family in the 


agres ably 


bors 


neighborhood, introducing the 
With the friendly re 
ception that automatically follows, 
it's no time at all till a new tamily 
settles down happily, thanks to a 


kind Realtor. 


newcomers 


A wealth of valuable housing in- 
formation should evolve from the 
1956 National Housing Inventory 
which will be started by the Bu- 
reau of the Census in December. 
The study will measure the effect 
of the record-breaking volume of 
home building in recent years on 
the nation’s housing supply. It will 
be the first such measurement since 
the 1950 census. Information will 
be secured for the nation as a 
whole and for each of nine metro- 
politan areas selected on the basis 
of geographic location, size, rates 
and amount of growth since 1950. 
The nine cities are Atlanta, Boston, 
Chicago, Dallas, Detroit, Los An- 
geles, New York, Philadelphia and 
Seattle. 


CHARM magazine saluted New 
York real estate lady Josephine G 
Schaefer in the September install 
ment of then 
The story 
ord set by 


success story” series 
relates the enviable re¢ 
Mrs. Schaefer. How she 
residential real 
1945 to 1955 than anyone 
in the firm of Douglas I 
& Co., Ine 


sold) more estate 


from else 
Elliman 
, one of New York's top 
ten. Vice President Schaeter 
the first named an officer 
in any large New York real estate 
COM pany 


was 
woman 


From a menial secretarial 
job in 1926 to a position on the 
1954 is the 
success Climb of Josephine Schaefer 


executive committee in 
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Baked Enamel on Durable Steel 
Write for FREE SAMPLE, Illustrated 


Literature and Prices 


LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 











__ Training vov.— 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 
luvestigate our Home Study and Residential 


courses in Real Estate. Includes all phases of 
the business. Send for bie FREE CATALOG 
today, Neo obligation, Approved for World 
War Il and Korean Veterans 


WEAVER SCHOOL OF REAL ESTATE 
(Est. 1936) 
2020N Grand Avenve Kansas City, Me. 











+2 


ayy 8 Loner 


REAL 


| 
IN STOCK | 
@ full tine of ready 
mede signs fer the... 
REAL ESTATE AGENT 


Send fer Price List 


RICHMOND SIGN COMPANY 


OVISION OF ENAMEL PRINTERS INCORPORATIO 
222 SOUTH FIFTH STREET 
RICHMOND 19, VIRGINIA 


AAA-1 rated tenant will lease 25,000 to 60,000 
sq. ft. building situated on 5 acres and up for 
expansion and parking or will sign long term 
lease On new one building if you have 
acres and up in any city with not less than 
100,000 population east of Mississippi River 
Brokers cooperation invited 


Mitchell Realty Co., 276 - 


story 


Sth Ave., N. Y. C. 
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25 Estate Hemlock $15 


Canadian Hemlock, Hardy 

18 to 24 

inches tall. Special this month 

25 for $15 100 for $50 
or 500 for $200 


Northern Grown, 


The st ipment at any later date 


WM. ROBERT McGUIRE 
P. O. Box 1024 
ELIZABETHTON, TENNESSEE 














sources of imcome 
Real Mar 
ketplace section on pages 38-41. If you 
Market 


advertisers for quick action 


Looking tor 
Check the National 


new 
Estate 
have potential buyers, contact 











AND BurILpING JOURNAL 





FOR REAL ESTATE 
SALES 


@ CAPE COD, @ FORT LAUDE 
MASS » FLA 


DALE 


Retirement home 


business opportun 
tie summer rent 82 TL. Sunrise 
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